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AUTO PLANS 
sede difens 


STARTS NEW CUSTOMERS 
COMING YOUR WAY 


The Bank and Agent Auto Plan offers your 


bank numerous advantages. It starts many 
new customers coming your way who can not 
only be sold automobile loans but also other 
services of your bank. 


Your local insurance agents are continually 


calling on people who are sound prospects for 


automobile loans. As a rule, they are soliciting 
only the better type risks. By co-operating 
with them under this plan, you will gain 
worthwhile support in building a substantially 
increased volume of profitable loan business. 

If you are not already co-operating. investi- 
gate the Bank and Agent Auto Plan now. 
It can put you in a better position to get your 
share of the rapidly increasing automobile 
finance business. 

Information and help in getting the plan 
started are readily available through your 


local AEtna Agent. 


ETNA CASUALTY 
Affiliated with 


AL TOMOBILE INSURANCE COMPANY 


HARTFORD \ 


AND 


fEtna Life Insurance Company 
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Vis siinple Giz... 
How many of 
these 8 questions 


on check design 
can you answer? 


In a properly designed 
business check, what is 
the right position for: 


+++ customer’s check number... 


.. date of check and bank’s rout- 
ing symbol... 


--Name of person who is to re- 
ceive the amount (payee)... 


-- amount in numerals preceded by 
bold dollar sign... 


.-+-amount in words... 


.-»-nMame of account from which 
money is to be paid (drawer)... 


-.-mame and address of bank on 
which check is drawn... 


.. Official signature that bank is 
authorized to honor... 


For the right answers to these questions, send for 
Hammermill’s compact idea-book, “BUSINESS 
CHECKS — Their Proper Planning and Design.” 
You’ll find it a stimulating refresher. It offers 15 
examples of common time-wasting faults taken from 
checks in actual use. Then it gives the 8 Essentials 
of Good Check Design—all based on interviews 
with bankers and conforming to recommendations 


e. — og 


MANUFACTURED BY HAMMERMILL PAPER COMPANY, ERIE PA 


April, 1947 


ACME- BROWN COMPANY 
MAKERS OF AGC PRODUCTS 


PResTow, WL. 


SJ s 
PRS 


of A.B. A. Remember: properly designed checks 
save time on EVERY check transaction. 

Many bankers find distribution of this book a 
tactful and simple way to persuade their customers 
to design their checks properly. Send for free copy. 
Even the best-designed bank and business checks give 


greater satisfaction on the safety paper that really pro- 
tects —Hammermill Safety. 


Safety Paper Division 


Hammermill Paper Co., 1505 East Lake Road, Erie, Pa. 


Please send me—free—a copy of “BUSINESS CHECKS. 


N —_——————————————— Position __— 
. 
ae attach coupon to, or write on, your bank letterhead) om-aP 
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~~ THE HOME. + 


... Mhroigple ud ctgenil tad Eokerd, a tncvicad beading CIuuvance 


STATEMENT OF CONDITION 


December 31,; 1946 


ADMITTED ASSETS 


Cash in Office, Banks and Trust Companies . 
United States Government Bonds 
All Other Bonds and Stocks 
First Mortgage Loans . Rm me 
MR EORE 6 b> 26, ee ee 
Agents’ Balances Less than 90 days due 
Reinsurance Recoverable on Paid Losses . 
Other Admitted Assets 

Total Admitted Assets . 


LIABILITIES 
Reserve for Unearned Premiums 
Reserve for Losses 
Reserve for Taxes 


Liabilities under Contracts with War Shipping Administration . 


Reserve for Miscellaneous Accounts . 
Total Liabilities Except Capital . 


$ 31,742,083.29 
43,379,480.50 
84,651,631.82 
176,651.51 
3,497,218.16 
10,291,747.65 
1,856,152.43 
1,819,592.74 
$177,414,558.10 


$ 78,273,559.00 
21,691,968.40 
3,944,218.20 
3,696,078.76 
948,521.81 
$108,554,346.17 


Capital 
Surplus 


Surplus as Regards Policyholders . 
Total 


. 


D ivectors 


Lewis L. CLARKE 
Banker 

Cuar.es G. MEYER 
The Cord Meyer Company 

WiiuiaM L. DeBost 
President, Union Dime 
Savings Bank 

Witrrep KurtHu 
Chairman of the 
Finance Committee 

Epwin A. BayLes 
Dennis, Mass. 

Gorpon S. RENTSCHLER 
Chairman of the Board, 
National City Bank 
of New York 

Rosert GOELET 
Real Estate 

Georce McANENy 
President, Title Guarantee 
& Trust Co. 


Guy Cary 
Lawyer 

Haro_p V. SmitH 
President 

Harvey D. Gipson 
President, Manufacturers 
Trust Company 

Freperick B. ADAMS 
Chairman of the Board, 
Atlantic Coast Line 
Railroad Co. 

Rosert W. DowLinc 
President, City 
Investing Co. 

Georce Gunp 
President, Cleveland 
Trust Co. 

Haro._p H. Hetm 
First Vice President, 
Chemical Bank & 
Trust Co. 


$15,000,000.00 
53.860,211.93 

ee ess $68,860,211.93 

~$177,414,558.10 


NOTE: Bonds carried at $4,413,915.98 amortised value and cash $50,000.00 
in the above statement are deposited as required by law. All securities have 
been valued in accordance with the requirements of the National Associa- 
tion of Insurance Commissioners. On the basis of actual December 3l1st 
market values total Admitted Assets would be increased to $182.244,632.08 
and the Surplus to Policyholders would be increased to $73,690,285.91. 


«THE HOME* 
Cfusurance Company 


NEW YORK 


AUTOMOBILE . 
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FUTURE 
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U. S. 
SAVINGS 
BONDS 





PICTURE QUI 


7, Easy to save! “I’m putting my 
money into U. S. Bonds because 
it’s the easiest way for me to save. 
Under the Payroll Savings Plan, I 
put aside a regular amount each 
week for Bonds. So far, I’ve saved 
$500 without missing the money!” 


4, Fights inflation! “I want America 
to stay economically sound. That’s 
why I’m putting all our extra dollars 
into U.S. Bonds. It’s like buying 
a share in our country’s future 
prosperity!” 


Which of these five people gives the 
right reason for buying U.S. Bonds? 


(answer 6eLow ) 


2, Good investment! “Getting back 
$4 for every $3 I invest—the way 
I will in ten years’ time with U. S. 
Bonds—is my idea of a good invest- 
ment. I know it’s safe and sound, 
too, because it’s backed by Uncle 
Sam. Buy Bonds, I say.” 


5, Rainyday! “Maybe a rainyday’s 
coming for me. Maybe it isn’t. But 
I am taking no chances. That’s 
why I’m buying all the U. S. Bonds 
I can through my Payroll Savings 
Plan.” 


3, Plans for the future! “Ten years 
from now, the money I'll get for my 
U.S. Bonds will help to send my kids 
to college, or buy our family a new 
home. I think that buying U. S. 
Bonds is the wisest thing a family 
man can do.” 


THE ANSWER 


Every one of these people 
gives the “right’”’ reason—be- 
cause there’s more than one 
right reason for buying U. S. 
Bonds. 

Whichever way you buy 
them—through Payroll Sav- 
ings, or your local bank or post 
office— U.S. Bonds are the best 
investment you can make! 


Save the easy way..buy your bonds through payroll savings 


Contributed by this magazine 
in co-operation with the Magazine Publishers of America as a public service. 
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Before granting loans to commercial or industrial organizations, 
you are careful to check the adequacy of their fire insurance 
... because you realize that fire can easily wipe out a borrower's 
physical assets. 

But what about the liquid assets of such borrowers? What 
assurance do you have that assets may not be seriously impaired 
or entirely wiped out by the dishonest acts of key officials or 
employees ? 

You know the part that “dishonesty insurance’ plays in 
keeping your own institution secure. It can play the same part 
in keeping commercial and industrial organizations on a sound 
footing. 

To insist that your commercial and industrial borrowers 
carry adequate amounts of fidelity protection is just as logical 
and necessary as to insist that they carry adequate fire insurance. 


The F&D representative in your community will be 
glad to confer with you regarding any such problem. 


FIDELITY, SURETY AND BANKERS 
BLANKET BONDS; BURGLARY, ROSSERY 
FORGERY AND GLASS INSURANCE 


Fipeuity 4N»o Deposit company 
Baltimore Maryland 


WITH WHICH IS AFFILIATED THE AMERICAN BONDING COMPANY OF BALTIMORE 





FIELD WAREHOUSING 


for 
Warehouse Receipt Loans 


Against Inventory 


Our Field Warehouse Service enables you to handle 
Warehouse Receipt Loans ... against inventories 
stored right on your customers’ own premises... 
in the most economical manner. May we demonstrate 
our ability to eliminate detail and cut your service 


cost on such loans. 


OPERATING OFFICES 





Royal Bidg., Albany 1, Ga. + Healey Bidg., Atlanta 3, Ga. - 70 State St., Boston 9, Mass. 

Rand Bidg., Buffalo 3,N.Y. + Liberty Life Bldg., Charlotte 2,N.C. * 120 So. LaSalle St., 

Chicago 3, Ill. » Construction Bidg., Dallas 1, Texas + National Bank Bidg., Detroit, Mich. 

Lemcke Bidg., Indianapolis, Ind. + 121 W. Forsyth St., Jacksonville 2, Fla. + First Natl. 

Bank Bidg., Memphis 3, Tenn. + 16 South Broad St., Philadelphia 2, Pa. - Keystone Bidg., 

Pittsburgh 22, Pa. + 8th & Locust Sts., St. Paul 1, Minn. * 301 Spring St., Shreveport 69, La. 
Hills Bidg., Syracuse 2, N.Y. 








New York Terminal Warehouse Company 
25 SOUTH WILLIAM ST., NEW YORK 4, N.Y. 
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N LINE with its long-established “Open 
Book”’ policy, Metropolitan recently 
asked Marquis James, noted historian 

and a Metropolitan policyholder, to write 
the Company’s Annual Report to Policy- 
holders for 1946. 


Mr. James was unusually well equipped 
to do this because he had just finished, at 
the request of the Company, a three-year 
study of Metropolitan’s operations from the 
time it was founded. The results of this 
study have been published by the Viking 
Press under the title of “The Metropolitan 
Life, A Study in Business Growth,” on sale 
at any bookstore. 


In Mr. James’ report of the Company’s 
operations for 1946, he tells a story of con- 
tinued progress in service to policyholders. 


Marquis James tells of 
“ONE OF METROPOLITAN’S 


—that payments to policyholders and 
their beneficiaries last year exceeded 
$630,000,000. 


—that 2,400,000 people bought new 
Metropolitan policies in 1946. 


—that the amount of new insurance 
purchased in 1946 topped anything in 
Metropolitan’s 79 years in business. 


—that the gain in insurance in force 
set a new high record. 


—that the Company had one of the 
lowest death rates in its history. 


—that, despite a trend toward in- 
creased costs caused primarily by a 
continued decline in interest rates 
earned, the Company has found it pos- 


GREATEST YEARS—1946° 


He points out— 


sible to continue dividends on Ordi- 
nary and Industrial policies during the 
coming year at the same rates as dur- 
ing 1946. 


Mr. James’ report is much more than a 
compilation of statistics. Among other 
things, he discusses the social value of 
Metropolitan’s investments. For example, 
he characterizes Metropolitan’s housing 
program as a— 


—*“‘vivid demonstration of how private 
enterprise works for the public good.” 


Whether or not you are a Metropolitan 
policyholder, you will find the Annual 
Report to Policyholders well worth read- 
ing. To get your free copy, just fill in and 
mail the coupon below. 


BUSINESS REPORT FOR 1946 


, 
(In accordance with the Annual Statement as of December 31, 1946, filed with the New York State Insurance Department.) 


OBLIGATIONS TO POLICYHOLDERS, BENEFICIARIES, AND OTHERS 


- $6,891,359,670.02 
This amount, together with future premiums and reserve 
interest, is required to assure payment of all future 


Policy Reserves Required by Law . 


policy benefits. 


Reserved for Future Payment Under 
Supplementary Contracts 


Policy proceeds from death claims, matured endowments, 
payments which beneficiaries and policy- 
holders have left with the Company to be paid out to 


and other 


them in future years. 
Policyholders’ Dividends Left on Deposit 
Reserved for Dividends to Policyholders 


Set aside for payment in 1947 to those policyholders 


eligible to receive them. 
Policy Claims Currently Outstanding 


Claims in process of settlement, and estimated claims 
that have occurred but have not yet been reported to 


the Company. 
Other Policy Obligations 
Including premiums received in advance, ete. 
Taxes Accrued 


Including estimated amount of ‘taxes payable in 1947 on 


the business of 1946. 
Contingency Reserve for Mortgage Loans 
Miscellaneous Liabilities 

TOTAL OBLIGATIONS 


U. S. Government 
Canadian Government . 
Other Bonds 


Provincial and Municipal ty 


Railroad 
332,747,697.65 Public Utility 


Industrial and Miscellaneous . 


Stocks 


All but $1,533,700.00 are Preferred or Guaranteed. 
First Mortgage Loans on Real Estate 


53,767,508.30 
137,845,377.00 


Farms ‘ 
Other Property 


Loans on Policies . 


ASSETS WHICH ASSURE FULFILLMEN) OF OBLIGATIONS 
National Government Securities 


. $4,244,055,186.17 

. $4 001, 167, 645.00 

242,887,541.17 

oe 6 « e e¢ 1,958,283,733.97 
. $ 89,739,938.35 
530,654,827.57 
631,841,742.55 
706,047,225.50 

. 106,662,750.00 


° 886,963,401.82 
-$ 86, 749, 350.06 
800,214,051.76 


335,308,794.10 


Made to policyholders on the security ‘of their policies. 


34,012,611.03 
in the aggregate) 


Real Estate (after decrease by adjustment of $25,000,000 


208,908,746.54 


Housing projects and other real estate 


acquired for investment 
Properties for Company use 


30,523,903.19 


$122,850,596.70 
34,885,954.04 


Acquired in satisfaction of mortgage 
indebtedness ($29,628,289.62 under 


20,198,797.00 contract of sale) 


Cash and Bank Deposits . 


76,172,195.80 
oe fr ae 126,654,058.48 


Premiums, Deferred and in” 


21,000,000.00 
26,994,539.16 
$7,548,450,103.35 


Thus, Assets exceed Obligations by $496,982,280.85 


This safety fund is made up of: 
$83,533,000.00 


Special Surplus Funds... 
(including $69,833,000.00 for possible loss 
or fluctuation in the value of investments) 


Unassigned Funds (Surplus) 


$413,449,280.85 


Course of Coliection, Net 
Accrued Interest, Rents, etc. ‘a 
TOTAL ASSETS TO MEET OBLIGATIONS ; 


118,268,923.09 
60,326,790.03 
. $8,045,432,384.20 


This fund, representing about 6% percent of the 


obligations, serves as a cushion against possible un- 


favorable experience and gives extra assurance that 


all policy benefits will be paid in full as they fall due. 


NOTE:— Assets carried at $386,528,629.53 in the above statement are deposited with various public officials under requirements of law or regulatory 
authority. Canadian business embraced in this statement is reported on the basis of par of exchange. In the Annual Statement filed with the 
Massachusetts Insurance Department, Policy Reserves Required by Law are $6,891,481,278.02, and Miscellaneous Liabilities are $26,872,931.16. 
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METROPOLITAN LIFE INSURANCE Co. 


1 Madison Avenue, New York 10, N. Y. 
Gentlemen: 


Please send me a copy of your Annual Report to Policy- 
holders, ‘One of Metropolitan’s Greatest Years—1946.” 


Metropolitan Life | 
Insurance Company r 
| 

| 


Street 
Citv State 


April, 1947 159 


(A MUTUAL COMPANY) 
Frederick H. Ecker, CHAIRMAN OF THE BOARD Leroy A. Linco/n, Pr=s 
1 Mapison AVENUE, New York 10, N. Y. 








Bookkeeping Simplified 


with UNIT PLAN DESKS 


at Industrial National Bank —Detroit 


Simplification creates savings in the Unit Bookkeeping Plan now in use at 
Industrial National Bank. Bookkeepers become thoroughly acquainted with 
accounts—take care of more accounts with less fatigue—because they enjoy 
diversified work, handling all operations of sorting, posting and filing. 
“General efficiency of our entire department has increased,” writes N. E. 
Dingerson, Asst. Vice-President. “Each bookkeeper has at her fingertips 
all the material necessary for her complete operation. These units are 
equipped with locks and are fire-resistive to a high degree. We are secure 
in the knowledge that our valuable records are safe at all times.” 
Dollar-saving efficiency—simplified,. orderly operation—errors reduced 
to a minimum —and certified fire protection for vital ledgers and cancelled 
checks, 24 hours a day,—these are the results accomplished by the Unit 


Plan. For more facts, write Systems Division, 315 Fourth Ave., New York 10. 
F< & a % f 


THE FIRST NAME IN BUSINESS SYSTEMS 


Signature ¢ 
reference 
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DESIGNED TO HELP 
BANKS MAKE MONEY 
BY 


REDUCING EXPENSES 
INCREASING INCOME 


BANKERS 
MONTHLY 


EDITORIAL AND 
BUSINESS OFFICE 


536 SOUTH CLARK ST 
CHICAGO 5, ILL. 


An Achievement Report System 


Helped Develop Capable Employees 


Here is a personnel plan that succeeded in a Virginia bank. It is 
simple enough for a bank of most any size. The employees like it, 
the management likes it, and it improves the operating routine by 
developing more efficient workers. 


HAT we want in bank person- 
nel is competence. Competence 
is knowing, doing, being. 

The bank, however, has an obli- 
gation to its staff to be specific about 
what is wanted. The officers of the 
bank need to decide specifically 
what they want employees to know, 
to do, and to be. 


With the aid of other officers of 
The Bank of Virginia when I was in 
that institution, 11 factors were se- 
lected and properly grouped so that 
all might be in agreement and 
therefore be specific as to what the 
good employee is expected to know, 
to do, to be. The bank’s obligation 
was thus fulfilled by defining for 
itself first, and second, for the em- 
ployee, what is expected. 


These Eleven Achievement 
Factors Were Listed 


Another group of officers might 
pick other factors or a different 
number or some other combinations, 
but this achievement report was de- 
signed for this bank. Another bank’s 
needs might dictate a different ap- 
proach. 

Following are the 11 factors se- 
lected: 

. Knowledge of job. 

. Volume of work handled. 

. Quality of work performed. 

. Interest, resourcefulness, ini- 
tiative. 

Attendance and health. 

Demeanor. 

Appearance. 

Personality and approach. 

Industry. 

Attitude, co-operation, loyalty. 

Responsibility, judgment, tact. 


IHSHH PwNe 
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By JOHN W. TALIAFERRO 


President, John W. Taliaferro and Associates 
Personnel Management Consultants 
Atlanta, Ga. 

Former Personnel Director 
The Bank of Virginia, Richmond, Va. 


The second obligation of the offi- 
cers is to let the employee know 
how well he is getting along. 

The plan needed to serve a third 
purpose—that of an inventory. We 
wanted persons with basic caliber 
to be developed. People are needed 
who can take training rapidly, and 
grow into responsible producing in- 
dividuals within a minimum time 
under skillful instruction. 

The first step in starting the pro- 
gram was to survey the staff—de- 
termine basic caliber—see what pro- 
motional material was available. 

The system was called: Achieve- 
ment Report System. The word 
“achievement” implies accomplish- 
ment—that is what we wanted. 


How The System Was Introduced 


One month before the system was 
put into effect, a copy of the 
achievement report was sent to each 
employee with a covering letter. 
This letter advised the staff that a 
permanent written record would be 
kept of these achievement reports, 
called a Progress Record. The name 
implies growth. 

The statement to each staff mem- 
ber said: “We believe every man 
and woman wants a record made of 
his progress—one that is permanent 
—one that is indisputable—one to 
which he can add.” 

This implied belief that he would 
add to it. 
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How The System Was Sold 
To Groups 


Following the written information 
sent to all the staff, I met with small 
groups and made a personal presen- 
tation and a thorough interpreta- 
tion. The spirit behind the plan and 
the reason for the injection of any 
factor stated or implied, had to be 
understood by everyone. Failure to 
do this and do it carefully and be- 
forehand would have been disas- 
trous, I think. 


How The Reports Were Made 


The instructions to supervisors 
regarding filling in the achievement 
report were: 

1. Please consider this employee 
as an individual, not as he may 
compare with other individuals 
working under your supervision, 
but as he may compare with what 
you would consider the ideal work- 
er in his occupational classification 
or job. 

2. Consider this employee’s day 
by day work on the job. Do not be 
solely influenced by one or two 
outstanding incidents, good or bad. 

3. Read carefully the phrases 
describing the type of performance 
before scoring. 

4. Evaluate only those qualities 
you have had continuous opportun- 
ity to observe. Be absolutely objec- 
tive in your evaluations. Indicate 
omitted items by writing O after 
“remarks.” 

5. Place a numeral (1) or (2) on 
the line directly above the one 
phrase which best describes the 
employee. List (1) if you consider 
the employee as qualifying as high 





An employee who has an outgoing personality and friendly ap- 
proach, which encourages old customers to return and new ones 
to come in, serves as an outstanding example of a bank's philos- 


ophy of service. 


to that degree—(2) if to a lesser 
degree. This makes possible the 
shading of the evaluation to a 
greater degree of accuracy and it 
will assist you in arriving at a 
choice in doubtful cases. 

6. Include under “Remarks” in- 
terpretative or additional comments 
with regard to this particular item. 

7. Under “General Comments” 
include any additional information 
you feel will be of value in giving 
an adequate and clear picture of 
the employee’s strong and weak 
points. 


Knowledge Of Job 


The first factor was presented in 
the following form on the achieve- 
ment report and the supervisor was 
asked to indicate his judgment on 
each point in the space provided. 

How well does this staff member 
know the details of his job? 

Is his knowledge adequate so that 
he can perform all the duties re- 
quired of his classification? (_ ) 

Does he need additional informa- 
tion to do his job effectively? (_ ) 

Expert knowledge — capable of 
handling any duty connected with 
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job without instructions from su- 
pervisor. (_ ) 

Familiar with majority of duties 
and can perform them easily. (_ ) 

Adequately informed regarding 
own job. (_ ) 

Possesses less information than is 
required to do the job satisfacto- 
aly. {-) 

Little knowledge of job—can per- 
form only few simple duties. (_ ) 

Remarks.— 


The ten other items were detailed 
in a similar way. If a staff member, 
by virtue of an excellent perform- 
ance, had recently been promoted 
to a new job assignment, he would 
not have had an opportunity to ac- 
quire all the knowledge necessary 
to be complete master of the job. It 
would be unfair to indicate that he 
knows more than is actually the 
case. The supervisor would prob- 
ably check the fourth phrase— 
“Possesses less information than is 
required to do the job satisfacto- 
rily.” 

It is incumbent upon the super- 
visor to provide training. The su- 
pervisor may suggest conferences 
with himself or provide reading 


material on the subject, or suggest 
AIB courses, or schedule periods of 
observation of other qualified work- 
ers, or plan for intensive practice 
on a specific operation. 

If the supervisor just checked 
“possesses less information than is 
required to do the job satisfactorily” 
and added no qualifying remarks, 
this omission could have an adverse 
effect on the staff member. 

He adds: “This staff member has 
been on this assignment only six 
weeks and is making very satisfac- 
tory progress for the length of time 
on it. She was promoted to it be- 
cause of a superior performance on 
a lower grade job. The following 
recommendations have been made 
to improve knowledge of job. It is 
anticipated she will receive a much 
higher rating on the next achieve- 
ment report.” 

The staff member was advised 
how she stands on this factor in the 
opinion of the rating supervisor. 

This let her know how well she 
was getting along. It let her know 
what to do to improve. It said that 
the supervisor and the bank con- 
sider “knowledge of job” important. 
It implied faith that the staff mem- 
ber would do something about it. 
It further advised that there would 
be a follow-up three months later 
when the matter would again be 
discussed. It pointed to the road of 
personal development for the staff 
member. 

A conference was held with each 
supervisor after the first achieve- 
ment report was completed and had 
been discussed with the staff mem- 
ber. The purpose—to see if there 
was consistency of interpretation. 
Guidance in its use was desirable. 


How Disagreements Were Adjusted 


When a staff member and the su- 
pervisor did not agree on an evalu- 
ation of any given factor, it was 
evident that one of them was wrong. 
It at least established the fact that 
the staff member and supervisor 
were not of the same opinion and 
gave a starting point from which 
both eould work. 

The supervisor usually ap- 
proached the staff member as fol- 
lows: 

“IT may be wrong in my evalua- 
tion, but based on my observation of 
your performance this is my honest 
opinion. I am sure you will agree 
that I would be dishonest with my- 
self, with you, and with the bank if 
I changed my evaluation until my 
opinion changes. 
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“Suppose during the next three 
months, we both watch this point 
carefully and, during that time, you 
will have an opportunity to show 
that I am wrong. It will be my 
pleasure to give you the highest rat- 
ing possible, and comment in writ- 
ing how you have improved and 
what a good job you are doing. 

“TI promise to give you special at- 
tention, to help you reach the top 
next time. After all, this achieve- 
ment report is not a life and death 
matter, but is designed to get us to 
thinking in the same pattern and to 
do this job together. 

“What has already happened, we 
can’t change. What happened dur- 








Seven Benefits Of The 
Achievement Report System 


1. It brought about a discus- 
sion every three months between 
the employee and his supervisor 
about the staff member's per- 
formance. 

2. It advised management in 
writing what the supervisor 
thought of the worker, and put 
commendations and criticisms in 
specific terms. 

3. It gave the supervisor a 
pattern which allowed him to 
think in terms of a whole em- 
ployee instead of magnifying 
one or two outstanding points. 

4. It provided an opportunity 
for the supervisor to cover all 
factors and tell the staff member 
his good points, his mediocre 
points, his weak points, and to 
make specific recommendations 
as to how his performance could 
be improved by the time his 
achievement report would come 
up for rating again. 

5. It provided the staff member 
with an opportunity to state his 
side of the case when he dis- 
agreed with the supervisor on 
any specific points. 

6. It provided the supervisor 
with an opportunity to bring up 
little matters that might have ap- 
peared to be a nagging attitude 
had each one been mentioned 
every time it occurred. It helped 
to eliminate them before they be- 
came a disciplinary problem. 

7. It made for a better relation- 
ship between supervisors and 
staff members. 
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An employee who conducted herself in such a manner as to reflect credit upon 
herself and the bank rated high in demeanor on her achievement report. 


ing the last three months has noth- 
ing to do with the next three. You 
make the record, I just report it. 
You can make it what you will and 
I want to help.” 

This was a positive approach. It 
placed the responsibility upon the 
staff member to deliver, and 
brought about a discussion of a 
matter that needed attention. It us- 
ually resulted in a more healthy re- 
lationship. 


Seven Points In Financing 
Articles Sold By Dealers 


"Tere 1s what we, as distributors, 
think is required of the bank under 
a time payment plan: 

1. We must first recognize that a 
time payment plan is a basic sales 
tool in the retail selling of major 
appliances, radios, and television 
sets. 

2. As a sales tool, installment 
financing must be used in varying 
degrees under varying circum- 
stances. When sales are brisk and 
volume is easily obtained, terms can 
be relatively short and down-pay- 


ments relatively large. However, 
when sales volume falls off and the 
consumers’ income declines, terms 
must be extended as long as possible 
and down-payments reduced as low 
as possible within reasonable limits. 

3. We need banks that will accept 
a reasonable number of borderline 
risks in order to serve our dealers 
adequately in all areas. 

4. The bank must be willing to 
judge a dealer not only on his net 
worth, but to a large extent on his 
character and sales ability. 

5. We have an interest in aiding 
the dealer in maintaining contacts 
with his customers. 

6. The bank must assume respon- 
sibility for training wholesale and 
retail salesman in financing methods 
and routines and sell them on the 
merits of the plans offered. 

7. Our dealers must have inven- 
tory financing facilities—and flex- 
ible ones. This is a very essential 
part of the appliance distribution 
business and is generally handled 
under the _ so-called ‘Wholesale 
Floor Plan.”—J. L. Busey, president, 
National Electrical Wholesalers As- 
sociation. 
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How To Treat Telephone 
Callers Courteously 


“Who Are You And What Do You 
Want?” : 

That would be an irritating greet- 
ing if you received it when you 
called a businessman on the phone. 

While the businessman’s secre- 
tary did not use those words, the 
words she did use and her tone of 
voice made one banker feel that he 
might not be allowed to talk to the 
man he was calling if he wasn’t the 
right person. It all happened this 
way. 

This banker called a customer 
and received the following reply: 

“ABC Company.” 

The banker said, “Mr. B, please.” 

Soon another lady’s voice said, 
“This is Mr. B’s office.” 

The banker repeated, 
please.” 

The secretary then asked, “Who 
is calling and what do you want to 
talk to Mr. B. about?” She said it in 
a tone of voice which caused the 
banker to lose his patience to the 
extent that he replied, “This is J. 
Courtmore Jones, 891 N. Sycamore 
Dr., Chicago 19, Ill.” 


He listened for a minute but 
there was no reply. He hung up the 
phone feeling irritated and actually 
ashamed for what he had done. 


He called another person with sim- 
ilar results but with this important 
exception. The secretary of the man 
to whom he wished to speak replied 
in a very sweet, pleasant voice when 
he asked for Mr. Street. “Yes, Mr. 
Street is here. May I tell him who 
is calling please?” This time, the 
banker gave his name and the 
young lady immediately made the 
connection. 

This experience was told to the 
editor of Bankers Monthly in the 
hope that other bankers might put 
some thought on the greeting given 
to bank customers who ask for some 
officer when they call. 


Some bank officers always answer 
their own phone and answer it by 
giving their names so that the per- 
son calling does not need to ask if 
he has the right offiter. Neither does 
he need to wait for one more person 
in the bank to find out who he is 
and what he wants. 

The conversation then goes some- 
thing like this: The switchboard 
operator answers, “First National 
Bank.” The caller says, “Mr. B, 
please.” The next voice the caller 
hears is Mr. B himself who says, 
“B speaking.’ Thus, with no lost 
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“Mr. B, 


time, the caller is treated courteous- 
ly and promptly, and we wonder if 
Mr. B has taken any more or even 
as much time as is required when 
he has his secretary answer all 
phone calls and get the name of the 
caller. 

Sometimes, of course, Mr. B is not 
at his desk and cannot answer the 
phone. Then his secretary handles 
the conversation something like 
this: “This is Mr. B’s office.” 

The caller says “Mr. B, please.” 


The secretary says, “I’m sorry, 
but Mr. B is away from his desk. 
May I ask him to call you?” 

Usually then, the caller gives his 
name and his telephone number and 
says, “Ill appreciate it if you will 
have Mr. B call.” 

Thus, a secretary can be very 
courteous and handle the call in an 
efficient way without waste of time 
for the caller. 

When the caller is made to tell 
who he is and what he wants to 
talk about to the man he is calling, 
he certainly has a right to feel that 
the man he is calling thinks his 
time is more valuable than the time 
of people who call. On the other 
hand, when he gets the man he calls 
promptly and the man gives his 
name at once, the caller feels like he 
has had a pleasant conversation. 

One irritation of the type de- 
scribed may cause a bank customer 
to move his-~ account to another 
bank. Bank customers seem to be 
more sensitive than the customers 
of grocery stores or factories. That 
is why it is wise to think of their 
convenience and their satisfaction. 


An Alabama banker once said: 
“In my opinion, the first and fore- 
most item to have in mind when a 
loan is being considered is the ap- 
plicant himself. We need to know 
his willingness and ability to pay 
the loan at maturity.” 


The Development Of 
People—Chief Job Of 
Modern Management 


In looking at our business, let’s 
recognize clearly that we have no 
bright chrome-plated automobiles 
—or handy appliances to sell. We 
can offer no health-giving vitamins 
—no beautifying cosmetics— noth- 
ing for halitosis, B. O. or constipa- 
tion. We have literally nothing to 
sell but that intangible something 
covered by that much-hackneyed 
word ‘service.’ Banking is essential- 
ly a business of human relation- 
ships. 

If the automobile, appliance and 
railroad businesses are concerned 
with their human _ relationships, 
how much more should we in our 
business recognize the importance 
of these relationships! 

Your public relations will be a 
strong asset for your bank only as 
every one in your shop becomes 
truly interested in serving the pub- 
lic. And I mean every one—from 
the front office down. 


I think that responsibility for the 
public relations of a bank or any 
other business lies directly on the 
doorstep of the chief executive. He 
is chiefly responsible for policies. 
If he is primarily interested in the 
figures and mechanics of banking— 
if he has little or no interest in the 
human relationship of banking—or, 
in short, if he is a “sour-puss’’—his 
attitude will be reflected through- 
out the institution. 


There is no public relations di- 
rector who can be hired or adver- 
tising that can be bought that will 
keep your public from sensing the 
attitude of the “headman” through- 
out your institution. I believe that 
the primary function of manage- 
ment is becoming not so much the 
management of things—as it is the 
development of people.—Swayne P. 
Goodenough, vice president, Lincoln 
Rochester (N.Y.) Trust Co. 


Two Types Of 
Advertising Needed 


When we consider the reasons 
why banks advertise, we realize that 
neither institutional nor functional 
advertising is wholly right, and 
that banks must use both types if 
they are to take full advantage of 
the power of advertising.—Robert 
Lindquist, vice president, The La 
Salle National Bank and Trust Co., 
Chicago, Ill. 
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Conferences And Departmental Meetings— 


How To Make Them Most Effective 


If each one in attendance would follow the suggestions given here, 
every meeting would result in worth-while accomplishment. The 
author is giving our readers the benefit of his many years of ex- 
perience in conducting meetings and training ‘public speakers. 


EGARDLESS of the nature or 
purpose of the conference or 
committee meeting, there are five 
things which a speaker must be in 
order to influence others. These are: 
. Be Purposeful! 
. Be Prepared! 
3. Be Relevant! 
. Be Brief! 
. Be Orderly! 


BE PURPOSEFUL! 


Do you attend departmental con- 
ferences only because it is expected 
of you? Do you say little or nothing; 
or when you do speak, do your 
words seem to have little to do with 
the eventual decisions of the group? 
l To change all this, consider 


for a moment the basic pur- 
pose of the group to which you be- 
long. Keep constantly in your mind 
the purpose of the meeting which 
you are attending. Think over one 
of the problems confronting the 
group, or the particular problem 
which is under discussion. 

Make a decision on that problem. 
Decide on a purpose so that you 
may make a real contribution to 
that discussion. The first time you 
have a chance, speak to that group 
about your decision. Don’t just hope 
that other people will solve the 
problem and make the same de- 
cision. Think over the problem your- 
self. Make your own decision; and 
tell your group about your decision. 

Remember that, while the pur- 
pose of a group meeting may range 
from that of gaining information to 
that of formulating policy, it is still 
usually necessary for the group to 
arrive at a final settlement of a 
problem—to reach a decision. When 
you are telling the group about 
your opinions on the problem, don’t 
leave it up to someone else to sug- 
gest group action. Your own think- 
ing and your own decision has al- 
ready determined a course of action 
in your own mind. Be sure that 
sooner or later, you ask the group 
to adopt your point of view. Ask 
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the group for action! 

When you are asking for action, 
don’t be vague and indefinite about 
the action you want. Relate what 
you are saying to the means of 
group decision which is being used. 
If eventually the group is going to 
vote on a definite proposal, ask for 
their votes. If the group decision is 
arrived at simply by obtaining a 
consensus of opinion in an informal 
fashion, ask for that consensus at 
the end of your talk. 


Principle One: BE PURPOSEFUL! 
1. Make a decision. 
2. Ask for action. 
3. Ask for votes. 


BE PREPARED! 


Do you say to yourself, “What 

. do you mean, ‘be prepared’? 

I can’t take the time to prepare 
what I’m going to say and think be- 
fore I go to each meeting. And any- 
way, lots of things come up for 
which I couldn’t possibly prepare.” 

Right! What we mean by asking 
you to be prepared is that we are 
asking you not to talk in a meeting 
unless you know what you are talk- 
ing about. Otherwise, you say noth- 
ing of importance for 10 minutes to 
30 men, you have wasted about five 
hours’ time! 

What we are asking you to do is 
to be sensible in your thinking—not 
to draw impossible inferences from 
the facts at hand. Don’t infer from 
the fact that there are 650,000 


Five Principles For Contributing Your Share 
In Meetings 


Principle One: Be Purposeful! 
1. Make a decision. 
2. Ask for action. 
3. Ask tor votes. 

Principle Two: Be Prepared! 


1. Know what you are talking about. 
2. Be reasonable in your thinking. 


3. Be tactful in your manner. 


4. Be sincere. 
Principle Three: Be Relevant! 


1. What is being considered? 


2. What are the issues? 


3. Where is the burden of proof? 
4. Does what I have to say bear upon the issue? 


Principle Four: Be Brief! 


Use the “speech sprint technique.” 


Principle Five: Be Orderly! 


1. Be calm, tactful, courteous. 


2. Give the other fellow a chance to talk. 
3. Follow the rules and regulations of the group. 








When you are telling the group about your opinions on the problem, don’t leave 
it up to someone else to suggest group action. Your own thinking and your own 
decision has already determined a course of action in your own mind. Be sure 
that sooner or later you ask the group to adopt your point of view. Ask the group 
for action! 


homes in your city that you can sell 
a savings account in every one of 
them. 

What we are asking you to do is 
to be tactful at all times. When ris- 
ing to disagree with the man who 
has just spoken, first re-state his 
argument in your own words as 
fairly as you can. Take issue with 
him on an impersonal basis. . . you 
are not debating him ... you are 
refuting his arguments. 


Take issue wih your opponent 
conservatively ... he has some 
sense ... he is not a complete idiot. 


There may be a large amount of 
truth in what he says. Recognize 
that he is also simply trying to 
arrive at a fair decision for the 
group. 

At all times, be friendly. 

And last of all, what we are ask- 
ing you to do is to be sincere. 

When you are physically ani- 
mated, you express sincerity and 
conviction. When you are conversa- 
tional in tone and language, you ex- 
press honesty. Be yourself: be sin- 
cere. 


Principle Two: BE PREPARED! 
1. Know what you are talking 
about. 
2. Be reasonable in your think- 
ing. 
3. Be tactful in your manner. 
4. Be sincere. 
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BE RELEVANT! 


“Well,” you say, “that’s a little 
- easier to understand. You just 
mean I should keep to the point.” 
Exactly. But what point? When you 
feel the urge to speak in a group 
discussion, ask yourself a couple of 
questions: “Do I understand the 
precise issue being considered? Does 
what I have in mind have a direct 
bearing upon it?” 

In considering any proposal for 
group action, you will find that 
there are certain key issues in- 
volved. Some people pass over this 
thought by saying that an issue is 
simply a point of definite disagree- 
ment. However, there are two 
things to be kept in mind: 1. the 
basic issues underlying any prob- 
lem, and 2. the burden of proof. 

Almost any proposal for action 
in a group, almost any debatable 
proposition, almost any request for 
a change from the status quo re- 
duces to these 


Five Basic Issues 
1. Is there a Need for a change? 


2. What is the Cause of the 
present dissatisfaction? 


3. What Plan is proposed as a 
solution? 
4. Is this plan Workable? 
5. What will be the Results ... 
good, or bad? 
A proposal for a group party, an 
outing, an election of officers, 





group donation, the raising of funds 
by special assessment... these call 
for a change from the status quo. 
Anyone making a proposal for 
group action must show that such a 
need exists. 

In treating a disease, it is a waste 
of time to supply ointment for the 
skin when the cause lies deeper. 
Something is needed to get at the 
cause of the trouble. In asking for 
group action, ask for action which 
is directed at the cause of the prob- 
lem. 

Talking about your _ troubles 
doesn’t get them fixed; you have to 
plan. If for every problem there is 
some solution, that solution must be 
presented, together with the prob- 
lem, before anything can be done. 
Present a plan for action. 

And, present a plan that is work- 
able and show it to be workable. 
Pipe dreams are no good. Plans that 
will not work out are useless. A 
law without enforcement is no solu- 
tion for a crime. Your plan must be 
practical. It must work. 

Many fine workable plans can be 
put into action and will eradicate 
the cause of the problems, BUT: 
they bring in their wake, new and 
greater problems than before. Too 
many times it’s the old business of 
‘out of the frying pan into the fire.’ 

Will the ultimate results you pre- 
dict be beneficial without bringing 
new and greater problems? 

Having studied the basic issues, 
what is the burden of proof? In a 
debate, the burden of proof rests 
upon the affirmative. It is proposing 
the change from the present situa- 
tion. In law, the burden of proof 
rests upon the plaintiff in civil cases, 
upon the prosecution in criminal 
cases, 

In group discussion the burden of 
proof rests upon those persons who 
favor the change proposed. The 
present situation exists. We are in 
the midst of it without discussing it. 
Unless there be reason to change, 
we are content. 

Consequently, the burden” of 
proof of the five basic issues rests 
upon you, if you are favoring a 
change. In strict logic, failure to 
prove satisfactorily to those making 
the decision each of the five issues 
means that the proposal is rejected. 

If there is no need, why bother? 

If we cannot ascertain the cause, 
we cannot act. 

If there is no plan, we are like a 
ship at sea without a course—in 
need of going some place but no 
place to go or means of getting 
there. If that plan is not workable, 
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it is simply wasted time and effort. 

If the results will mean new and 
greater evils ... the situation would 
be worse than it is now. 

However, in practical discussion 
many times these five issues are not 
supported by the advocates of 
change; still they get their change 
anyway! Often, a stirring emotional 
appeal pointing the need, together 
with a hazy plan, will find that plan 
adopted without considering its 
workability or possible bad results 
without even locating the cause of 
the need for change. 


If you oppose a change, a motion, 
a proposal for group action, watch 
the burden of proof on the key is- 
sues! If you favor the change and 
want to be intellectually honest, 
support a full burden of proof! 


Now, when we say “Be relevant,” 
you begin to see what we mean. Be- 
fore you rise to speak, ask yourself: 


1. Do I understand the motion 
under consideration? 


2. What is the issue being dis- 
cussed? 

3. Does what I have to say bear 
upon that issue? 


Principle Three: BE RELEVANT! 


1. What is being considered? 

2. What are the issues? 

3. Where is the burden of 
proof? 

4. Does what I have to say bear 
upon the issue? 


BE BRIEF! 


“Sure, that’s easy,” you say. 
4. “I can. understand that all 
right; but how am I going to sup- 
port this full burden of proof you 
want without talking some little 
time?” 
That’s a fair question. Let’s see 
what your problem really is. 


If there is no business under dis- 
cussion, and you are introducing a 
new problem, you have an oppor- 
tunity to make a substantial speech, 
present a complete and clear-cut 
case, and close by asking for the 
votes of the members present. You 
can take five, fifteen, thirty minutes 
as is desirable and do a good job. 
But that is the only such opportu- 
nity you have. After the problem 
has been opened for discussion, 
everybody takes a crack at it. 

One speaker will disagree with 
you on one point. Another will de- 
fend you on a different point. A 
third will disagree on yet another 
issue. A fourth speaker will support 
you on the first point contested. You 
have a melee. 
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When rising to disagree with the man who has just spoken, first re-state his 
argument in your own words as fairly as you can. Take issue with him on an 
impersonal basis . . . you are not debating him. . . you are refuting his arguments. 


It is a problem. Your strategy in 
coping with it is known as the 
“speech sprint.” 

Make a series of short talks in- 
stead of one long talk. The poet 
Southey said, “If you would be pun- 
gent, be brief; for it is with words 
as it is with sunbeams; the more 
they are concentratéd . . . the deep- 
er they burn.” 

If you would be effective in con- 
ference discussion, make a series of 
talks. Pack a single idea into each. 
Express that idea as concisely as 
possible. In making these short 
speech sprints, you do three things 
in each talk: 

1. State the issue you are dis- 
cussing. 

2. Present the arguments sup- 
porting your stand. 

3. Ask for group decision on the 
big problem because of your stand 
on the issue. 

What is the result of this strat- 
egy? A direct clash of argument—a 
meeting of minds. The basic issues 
are taken care of one at a time, and 
when one is settled, it is unlikely to 
appear in the discussion again. 

Instead of making a big speech 
when presenting the original idea, 
it is best to state the need only— 
and present your proposal. Then 
handle the basic issues as they arise. 

Good generalship in putting 
through a proposal will sometimes 
mean that you organize half a dozen 
supporters before the meeting, hav- 
ing each friend take one of the basic 
issues and handle it as it appears. 


Team work and co-operation with 
the speech sprint technique are es- 
sential in getting decisions from 
groups. 


Principle Four: BE BRIEF! 


Use the “speech sprint tech- 
nique.” 


BE ORDERLY! 


You have time and again par- 

. ticipated in meetings and dis- 
cussions which went on and on and 
arrived nowhere. Confusion and 
misunderstanding compounded with 
disorderliness bogged down the 
whole affair. I believe it was von 
Moltke who said, “Anything which 
can be misunderstood will be mis- 
understood!” If there is any chance 
of a discussion becoming disorderly, 
that will surely happen. 

In modern times, many persons 
who make a business of conducting 
group meetings have found that, 
depending upon the situation, it is 
either necessary to modify parlia- 
mentary law, to abbreviate some of 
its practices, or to dispense with it 
entirely. In all types of meetings, 
however, it has been found neces- 
sary that certain normal types of 
courtesies be observed so that un- 
necessary cross-talk, interference, 
and discourtesies may be avoided. 

As a modern speaker, participat- 
ing in a group discussion, you are 
expected to know how to conduct 
yourself and participate in that 
group meeting in an orderly fashion 
for the purpose of accomplishing 
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To influence others, you must be five things: 1. Be purposeful; 2. Be pre- 
pared; 3. Be relevant; 4. Be brief; 5. Be orderly. 





the objectives of the group as effi- 
ciently, intelligently, and speedily 
as possible. 

Inasmuch as different “proce- 
dures” are required in different sit- 
uations, and inasmuch as a chair- 
man of a meeting of whatever na- 
ture is required to have a much 
more thorough knowledge of the 
group procedure than any other in- 
dividual member, a later article of 
this series considers in detail the 
procedural knowledge required of a 
chairman in each type of meeting. 


One who is able to serve as chair- 
man is certainly able to participate 
effectively in discussion from the 
floor. 

However, even with a strong de- 
sire to be orderly, a speaker must 
keep in mind two or three things: 
He needs to remember that he is 
discussing problems, not personal- 
ities, and consequently he must re- 
main calm, tactful, and courteous 
to other members of the group at 
all times. 

He must bear in mind that the 


other fellow has good ideas, good 
intentions, and probably believes 
strongly in his own opinion. And he 
needs, above all to work upon the 
assumption that all other members 
of the group share with him a de- 
sire for efficient group action. 


Principle Five: BE ORDERLY! 


1. Be calm, tactful, courteous. 

2. Give ‘the other fellow a 
chance to talk. 

3. Follow the rules and regula- 
tions of the group. 


Loans On Livestock Projects 
Are One Hundred Per Cent Loans 


Loans to boys and girls for buying calves or pigs are 100% in two 
ways. They are for 100% of the cost of the animals, and they are 
100% paid. Also, they sell the youngsters 100% on the bank. 


UR bank is very much inter- 

ested in Future Farmer and 
4-H Club work projects, and we try 
to do what we can to encourage 
boys and girls in this type of work. 
As a result, we offer financing to 
Club members to buy purebred live- 
stock, agreeing to finance the entire 
purchase price of the animals. 

These loans are handled as fol- 
lows: The notes are usually drawn 
for one year. The note is signed by 
the Club boy or girl himself, and, 
due to the fact that he is usually a 
minor, the signature of the parent is 
requested on the note. The note is 
secured by a chattel mortgage on 
the animal purchased. 

The animal grows rapidly and 
soon has a market value of much 
more than the loan. 

We require a recommendation 


before making a loan from the Club ° 


Project Supervisor, that, in his 
opinion, the member is worthy of 
credit and is likely to succeed in his 
project. The Club supervisor then 
keeps in constant contact with the 
member, making periodic inspection 
of his project, and he reports back 
to the bank. 

We also try to make a visit to the 
Club member’s home once or twice 
a year and note his progress. 
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By R. B. O’/BRIEN 


Assistant Cashier, The Beloit State Bank 
Beloit, Wisc. 


We of course do not make money 
on this type of loan, but realize that 
these boys and girls are going to be 
our future farmers of tomorrow, 





Seven Points In The Lending 
Technique 


1. Loans for the full purchase 
price are made to Future Farm- 
ers or 4-H Club project members. 

2. The notes are drawn for one 
year. 

3. Each note is signed by the 
Club member and his parent. 

4. A chattel mortgage on the 
animal purchased is the security. 

5. A recommendation of the 
member is required from the 
project supervisor. 

6. The supervisor visits the 
borrower periodically and _re- 
ports to the bank. 

7. The loan officer visits the 
berrower once or twice a year. 


and that the knowledge gained in 
these projects is going to be a con- 
tributing factor in their future suc- 
cess when the time comes that they 
are on their own. 

Not only do they themselves learn 
the value of purebred livestock and 
the use of purebred sires, but the 
parents take an interest in the proj- 
ects also and likewise gain a lot of 
knowledge from these boys and 
girls. 

We have several outstanding 
purebred livestock breeders in our 
community. These breeders usually 
dispose of the bulk of their live- 
stock through purebred auction 
sales which they hold once or twice 
each year. As a rule, there are not 
many local buyers at these sales, 
most of the purchases being made 
by purebred breeders from sur- 
rounding states. 

In connection with our farm 
loans, we try to insist very strongly 
that our borrowers use purebred 
sires, and follow a definite herd- 
improvement program. We finance 
the purchase of purebred sires but 
the financing is included along with 
other requirements in one loan se- 
cured by a chattel mortgage which 
is repaid either monthly, semi-an- 
nually or when crops are sold. 
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Installment Loan Technique Makes 


Profitable Small Business Loans 


If we expect loan officers who are geared to large commercial loans 
to make loans to businessmen with a net worth of under $5,000, 
we are due for disappointment. These are loans to be handled by 
the officer who makes installment loans to individuals. 


LL government agencies, as well 
as banks, have in the past been 
largely geared to care for the needs 
of medium to large business only, 
and not the needs of small business. 
The reason for this is easy to see 
when we stop to analyze just what 
is meant by small businesses, and 
what goes to make up their total 
numbers. 

Seventy-three and three-tenths 
per cent of all active commercial 
and industrial firms in the United 
States in 1942 had a tangible net 
worth of $5,000 or less, and 41.5% 
had a tangible net worth of less 
than $1,000. A large percentage of 
these businesses are one-man or- 
ganizations with 82% of them em- 
ploying three persons or less. As a 
consequence, many personal loans 
to these individuals are for use in 
the applicant’s business and their 
repayment is made out of profits 
from this business. 

These borrowers, for the most 
part, could not make a financial 
statement which would justify the 
extension of much, if any, unse- 
cured credit, in the opinion of the 
average commercial loaning officer. 
On the other hand, many of these 
same men would be entitled to 
credit, in the opinion of any well 
informed, experienced, installment 
loan credit man, Furthermore, most 
of the loans so made would be paid 
back satisfactorily and with a high- 
er interest rate to the bank than 
would be asked or received if the 
same credit were extended as a 
commercial loan. 

To make this type of loan success- 
fully and in volume requires an in- 
stallment loan technique, and cer- 
tainly the smaller loans of this type 
(and they will be in the majority) 
should by all means be made and 
serviced by your installment loan 
department where the loaning offi- 
cer or officers responsible for the 
approval or disapproval of these 
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By CARL A. BIMSON 


Vice President, Valley National Bank 
Phoenix, Ariz. 


loans can get the feel of them, in- 
stead of asking all your commercial 
loaning officers to continually try 
to change pace in their thinking 
throughout the day. 

Higher than average commercial 
loan rates are in order for the 
smaller loans. Because of the great- 
er amount of servicing and cost of 
acquisition required, the higher the 
necessary rate. 

When you are dealing with busi- 
nesses, the largest percentage of 








Eight Points To Consider In 
Making Loans To Small 
Business 


1. 73°4% of active business 
firms had a tangible net worth of 
only $5,000 or less in 1942. 

2. 4142% had a net worth of 
under $1,000. 

3. The average commercial 
loan officer could not see justifi- 
cation for open-line credit to this 
type of borrower. 

4. However, a loan officer 
making installment loans could 
make money for his bank by 
lending to this large field of 
small business. 

5. Higher rates are justified 
than are charged for larger com- 
mercial loans. 

6. This type of business loan 
offers a wide diversification and 
these loans are profitable. 

7. Too low interest for small 
business loans does not repre- 
sent a sound policy. 

8. Low interest rates alone do 
not create volume. 





which have a net worth of less than 
$5,000 and are staffed with three 
employees or less, you are obviously 
dealing with a type that will have 
the highest mortality rate, the least 
capital funds, and the poorest book- 
keeping system, if any. It will have 
the greatest vulnerability in the 
event of sickness or death of the 
owner, and the most conglomerate 
type of security to offer. 

On the other hand, this type of 
business loan offers banks a wide 
diversification in their own com- 
munities where the loaning officer’s 
knowledge of local conditions and 
neighborhood and community needs 
permits the use of greater wisdom, 
discretion, and selection of the risk 
which is being taken than is possible 
for governmental or other agencies. 

In spite of all the headaches 
which go with this type of credit 
extension, the results, in my opin- 
ion, will greatly outweigh them. 

In all propaganda by the govern- 
ment regarding federal loan aid to 
small business, it makes an impor- 
tant point of the fact that small 
business needs a low interest rate 
to compete with large business. 

Do not be stampeded by such talk 
into establishing too low an interest 
rate for these loans, because a pol- 
icy of too low interest for the small 
business borrower is not a sound 
one; instead of helping small busi- 
ness, such a policy actually does it 
an injustice. The differential be- 
tween 4% and 5% per annum and 
3% and 4% on borrowed funds has 
little or no bearing on the success 
or failure of a business. 

Low interest rates alone do not 
create volume. The only way I know 
of to obtain volume in small busi- 
ness loans is through advertising, 
publicity, and an understanding 
and friendly attitude toward your 
loan requests, and the proper facil- 
ities for the making and servicing of 
them. 
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Ten Services Rendered Free 


To Federal Reserve Member Banks 


The seven thousand banks, national and state, that are members of 
the System hold approximately 86 per cent of commercial bank 
deposits. Because of the number, representative character, and 
standing of the banks that choose to operate as members of the 
System, it seems evident that membership carries with it dignity 


and prestige. 


NE of the primary purposes of 
c the Federal Reserve System 
was to provide more adequate 
sources of bank reserves, besides 
affording means of rediscounting 
commercial paper, furnishing an 
elastic currency, and establishing a 
more effective supervision of bank- 
ing. The functioning of the Reserve 
Banks for service rather than for 
profit is an essential characteristic 
of the System. 

In recent years, open market-op- 
erations have been the principal 
means by which the Federal Re- 
serve authorities provide the bank- 
ing system as a whole with in- 
creased reserves. These operations 
have been especially important in 
facilitating the financing of the war 
on such terms as would keep down 
the cost of the public debt to tax- 
payers and at the same time protect 
the owners of Government securi- 
ties, including member banks, from 
depreciation. 

The main purpose of Federal Re- 
serve functions, like that of Gov- 
ernmental functions in general, is 
the public good. It is to maintain 
monetary conditions favorable for 
an active and sound use of the coun- 
try’s productive facilities, maximum 
employment, and a rate of con- 
sumption reflecting prosperous con- 
ditions. 

Although member banks rightly 


may feel that they should contribute - 


to the greater effectiveness of the 
Federal Reserve System by being 
members of it, their membership 
carries with it a number of specific 
advantages, some of which are the 
following: 

1. Credit Extensions. Member 
banks may rediscount eligible pa- 
per. They may borrow on their own 
notes secured by eligible paper, by 
United States obligations, or by any 
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By S. R. CARPENTER 


Secretary, Board of Governors, 
Federal Reserve System 
Washington, D. C. 


other sound assets. Such facilities 
have been availed of to a great ex- 
tent in the past and conditions may 
arise in the future when they will 
be of utmost importance. 

2. Supplying Currency and Coin. 
Upon request, the Reserve Banks 
furnish member banks with cur- 
rency and coin. Shipping charges, 
including insurance, on currency 
and coin shipped to and returned by 
member banks, are borne by the 





The Ten Services 
Available To Members 


1. Money is loaned to mem- 
bers on any acceptable collat- 
eral. 

2. Currency and coin are sup- 
plied to members postage and 
insurance free. 

3. Checks on par banks are 
collected without charge. 

4. Non-cash items are col- 
lected. 

5. Funds are transferred by 
telegraph. 

6. The safekeeping of securi- 
ties is without charge. 

7. Securities are purchased or 
sold for members. 

8. Information is supplied on 
business and banking subjects. 

9. Member bank officers may 
consult Federal officers on any 
subject. 

10. Federal examiners make 
helpful examinations. 


Reserve Banks. Due to the location 
of the Reserve Banks and branches 
in leading cities throughout the 
United States, currency and coin 
can be delivered promptly, which 
permits member banks to keep their 
vault cash at a minimum. 


3. Collection of Checks. Member 
banks may make use of the nation- 
wide check-clearing system main- 
tained by the Federal Reserve 
Banks, which collect for member 
banks without charge checks drawn 
on all par banks in the United 
States. Collection of checks through 
this system has reduced materially 
the average time required to collect 
out-of-town checks. 


4. Collection of Non-cash Items. 
Federal Reserve Banks receive from 
their members for collection such 
items as notes, drafts, acceptances, 
bonds, coupons, etc. No charge is 
made for such service except in the 
case of unprotested items returned 
unpaid and, in a few cases, items 
with securities attached. 


5. Telegraphic Transfers of Funds. 
Through the wire facilities of the 
Federal Reserve System telegraphic 
transfers of funds in multiples of 
$1,000 are made from one member 
bank to another bank without 
charge. 

Telegraphic transfers of funds in 
any amount will also be made for 
and paid to a member bank for the 
account of any individual, firm or 
corporation at a cost not to exceed 
the commercial rate for the tele- 
gram involved. 


6. Safekeeping of Securities. Re- 
serve Banks furnish safekeeping fa- 
cilities to member banks under cer- 
tain conditions and upon request, 
clip coupons and collect maturing 
coupons. No charge is made for 
these services. 


BANKERS MONTHLY 





aden 


OO Oe 


for wnat 





















ee oe 





Re al ee ee 


= = ae raeieetehdned DA. Sack 











7. Purchase and Sale of Securities. 
Orders for the purchase and sale of 
Securities for member banks are 
handled by most of the Federal Re- 
serve Banks. No charge is made for 
this service. 


8. Informational Services. The 
Federal Reserve Banks mail to their 
member banks each month a review 
of conditions in their districts and 
the Board of Governors furnishes 
member banks the monthly Federal 
Reserve Bulletin. Through these 
media, and through other publica- 
tions or direct communications in 
various forms, member banks are 
given the results of special studies, 
current financial information, and 
statistical analyses which they may 
apply comparatively. 

9. Advisory Services. A member 
bank may consult with the officers 
of its Federal Reserve Bank upon 
any of its banking problems. The 
Federal Reserve Banks are not op- 
erated for profit but are under 
obligation to render service in the 
public interest, 

10. Examinations. Examinations of 
State member banks are made peri- 
odically, without charge, by exam- 
iners for the Federal Reserve Banks. 
Such examinations are ordinarily 
made jointly with State banking 
authorities in order to avoid dupli- 
cation of examinations and mini- 
mize inconvenience to the bank ex- 
amined. 

The Board of Governors and the 
Reserve Banks consider the prob- 
lems of member banks in a helpful 
spirit and practical manner with a 
view to the public interest and the 
development of the individual in- 
stitution, and it is believed that 
their supervisory policies have been 
of genuine assistance to members. 


No Customers Objected To 
The Staggering Of 
Statement Mailing 


Several of our branches had suc- 
cessfully put the system of stagger- 
ing the mailing of statements into 
effect prior to our inaugurating the 
plan in our office the first of October 
1946. 


The system used in each branch 
varies in accordance with local re- 
quirements, or the number of ac- 
counts being handled. We have 
approximately 1800 commercial ac- 
counts in this office, and our sched- 
ule is as follows: 

The business accounts are mailed 
on the first day of the month. 
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HE officers of the First State Bank of Froid 

take pleasure in announcing its membership 
in the Federal Reserve System as of February 
15, 1947 





Since its establishment in July, 1911, the bank 
has stood as a financial landmark in the north. 
eastern Montana community which it serves— 
@ community situated in a rich agricultural 
region, where high protein spring wheat is king. 


Membership in the Federal Reserve System 
adds to this bank's well known financial strength 
and ability to serve its community and people. 





Officers 
C. L. Scmrruzan 
Prendens 


S. B. Wattanpen Oscan Svanosen 
Erecunve Vice Prendent Casheer 


M. C. Lovexs 
Ainstamt Casheer 


FIRST STATE BANK 


FROID, MONTAN 







State banks realize the benefits to customers which arise from Federal Reserve 
membership and often make announcements like these when they join. New cus- 
tomers often ask an officer if the bank is a member of The Federal Reserve System. 


The individual checking accounts 
are divided over a four-week per- 
iod, that is, the A’s through the E’s 
are mailed around the 8th of the 
month, the F’s through the L’s 
around the 14th, the M’s through 
the R’s around the 22nd, and the S’s 
through the Z’s around the end of 
the month. The dates will vary 
slightly from month to month due 
to Sundays and holidays. 

Our service charge covers the 
period for which the statement is 
rendered, rather than a calendar 
month. 


Before putting this new system 
into effect, we mailed notices to our 
customers explaining our plan. 
However, we still had many cus- 
tomers come in around the first of 
the month and ask for their state- 
ments. At that time, some employee 
would explain thoroughly what we 
were attempting to do—and to date, 
we have not had a customer object 
to this system. 


We have found the plan advan- 
tageous in eliminating the month- 
end confusion and peak loads, which 
usually necessitated working far 
into the night. — Dorothea Coxon, 
Valley National Bank, Casa Grande 
Branch, Casa Grande, Arizona. 





Encourage Consumer 
Credit For The Good 
Of Consumers 


The economists say: “Let the 
mass of the people either save up 
their money to buy a car or use 
their accumulated savings.” 

In the first place, people just 
won’t work harder or stint them- 
selves to save up the money to buy 
something one or two years in the 
dim future. Even if they did, the 
monthly amount saved would still 
be coming out of income, just as if 
they were making monthly pay- 
ments on an article they were al- 
ready using or enjoying. 

Who is there to say that the 
finance charge is not worth the op- 
portunity to purchase and use an 
automobile a year or two before it 
would be possible to save up enough 
money to buy it? As for buying out 


of already accumulated savings, 
which “fluctuates” the business 
cycle more... putting out sporadic 


large lump-sums of cash to make 
purchases, with no reduction in 
other monthly expenditures. or re- 
paying in even monthly amounts 
out of income over a reasonable 
period of time?—Gary M. Under- 
hill, Executive Director, Consumer 
Bankers Association. 
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Here’s what the leading} 
in the Recordak| ' 





1. Less work for clerks. 2. Faster. 
With ordinary transit methods, clerks list Ordinarily, expert transit clerks list and de- 
and completely describe each check. But with scribe about 400 checks an hour. But with the 
the Recordak Transit System, only the listing photographic speed of Recordak, they are 
is necessary. And this can be done at the able to handle up to 2400 checks in the same 
same time checks are photographed. period of time. : 





5. Much more economical. 6. This book tells all— 
Because it calls for only a listing . . . reduces ' It gives you a complete picture of the many 
chances of error . . . is so much faster than advantages of the Recordak Transit System. 
ordinary descriptive methods. . . the Recordak It is free. Write Recordak Corporation, (Sub- 
System cuts transit operating costs by as sidiary of Eastman Kodak Company), 350 


much as 40%. Madison Avenue, New York 17, N. Y. 













banks see 
k| Transit System... 





3. Fewer chances of error. 1. New protection 
Recordak microfilming reduces listing errors for depositors, banks. With Recordak, checks 
to a minimum because clerks have only the are photographed before being forwarded for 
amounts to think about. All other descrip- payment. Then if they are lost, stolen, de- 
tions are taken care of photographically . . . stroyed in transit, you can quickly get fac- 
and photography doesn’t make mistakes. similes without inconveniencing depositors. 







SRECORDERK 


(Subsidiary of Eastman Kodak Company) 





originator of modern microfilming— 
and its application to banking systems 





MAIL THIS COUPON FOR FREE BOOK 











Recordak Corporation Name —— —__—_—— - -- 
350 Madison Avenue 
New York 17. N. Y. Bank_ ee a . 





Please send me your 

book about Recordak, Street___ _ — ———$$—______— —— 
“IN BANK AFTER 

BANK AFTER BANK.” a State ral —_ " 








The check pictured on this page was 

received by a Missouri bank. It is 
made payable to Neanderthal Man (a 
non-existent person). Did the bank have 
the legal right to cash it? 

a. No. A check must be made to a living 

person; b. If it knew the signer of the 

check, it could cash it; ec. A check is a 

bearer check if it is made to a non-existent 


person and so it could be cashed for anyone 
who presented it. 


A teller received rolled half dollars 

and a deposit slip listing, “Halves, 
$130.” The teller looked at the rolled 
money and said: “Do you have another 
roll in your pocket, your deposit slip lists 
one more roll than you gave me?” How 
many rolls had the customer handed in 
with the deposit slip? 

a. 12; b. 36; c, 24. 

If you were sight paying and had 

the following checks to be charged 
against an account with a $10,000 balance, 
can you tell at a glance, without adding 
the checks, whether there is sufficient bal- 
ance to pay them all or not? The checks 
were for the following amounts: $6,007; 
$3,941; $561; $702. 


a. Yes; b. No. . 
4] If one of the officers asked you to 
find out how much the value of a 
certain farmer’s tractor was, in what bank 
record would you find that information? 
a. Central file; b 
c. Credit file. 


Correspondence file 


Which of these amounts can be paid 


with three coins—all different? 
a. $1.01; b. $1.02; c. $1.51. 





Circle the letter preceding the answer 
you think is correct in each case. Score 
yourself as follows: 
Correct answers 
18, 19, 20 
15, 16, 17 
12, 13, 14 
8, 9, 10, 11 
5, 6, 7 
1, 2, 3, 4 


Score 
Very Superior 
Superior 
Good 
‘Average 
Poor 
Very Poor 





Which of the following statements 
is correct? 
a. Some banks have a system of staggering 
the mailing of statements. That is, part is 
mailed on the ist, another part on the 5th, 
another part on the 10th, and so on; 
b. There is no system of staggering the 
mailing of statements. Statements must al- 
ways all be mailed on the Ist of the month. 
Which of these amounts can be paid 
with four pieces of paper money— 
each a different value? 
a. $165; b. $28; c. $85. 
8 | If you saw the number 11-24 op- 
posite the name “American Trust 
Co.,” in which of the following cities 
would you think the bank was located? 
a. San Francisco; b. Kansas 


City; d. Little Rock. 


Chicago; c. 


(Answers on page 178) 
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Which of the following could serve 

as collateral on a bank loan? 

a. Warehouse receipts on cotton; b. Two 

rabbits. 

Who is protected by aircraft prop- 

erty damage insurance? 

a. Owner of the aircraft which damages 

property; b. The owner of the property 

which has been damaged. 

In which of the following months is 

there a bank holiday which is ob- 
served in all states? 

a. August; b. March; c. September. 


Would you say that undivided prof- 

its and reserves would be as much as 
%ths the capital of American banks? 
(Note that this does not include surplus). 
a. Yes. Undivided profits and reserves are 
about 84% of capital; b. No. They are 
about one-third of capital; c. No. They are 
a little more than one-half of capital. 
Which of the following are not ne- 


gotiable instruments? 

a. Order bill of lading; b. Banker’s accept- 
ance; c. Chattel Mortgage; d. Travelers 
checks validated. 

Which of the following rules should 
be followed by a bank having a 
leposit vault? 


a. Customers must not be left alone in the 
vault; b. The middle name of a box renter 
must always be secured. 


Do some banks charge a fee for each 
check deposited? 

a. No; b. Yes. 

What 
mean? 


a. Adjustment; b. Account No. 1; ec. 
Highest class (referring to securities); d. 
Assessment No. 1. 


does the abbreviation 


A/1 


The first numeral in the new routing 
symbol indicates the federal reserve 
district in which the check is payable. The 
second indicates the federal reserve bank 
or branch through which the check will be 
cleared most promptly. The third indi- 
cates immediate or deferred credit. With 
these facts in mind, how would you inter- 
pret the symbol 210? 
a. 2nd District Philadelphia Federal Re- 
serve Bank immediate availability; b. 2nd 
District New York Federal Reserve Bank 
immediate availability; c. Ist District New 
York Federal Reserve Bank deferred availa- 
ability. 
In 1920 at the start of coast-to-coast 
air mail service, it required three 
days for a bundle of checks to travel from 
New York to San Francisco by air. How 
long do present day air mail schedules 
allow for the same trip? 


a. 2 days; b. 20 hours; ec. 
hours. 


Which one of the following is a 
cash item? 
a. A matured bankers acceptance; b. Nine- 
ty-day draft taken for collection. 


12% hours; d. 9 


There are three bankers associations 
with the initials O.B.A. Name them. 
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COMMERCIAL UNION-OCEAN GROUP 


of Capital Stock Insurance Companies 


Leadership ++ Financial SF, trength 


LEADERSHIP built by Sound Management, Integrity 
and Experience. 


FINANCIAL STRENGTH built by Steady, Construc- 
tive Growth. 


The insurance service of our Fire and Casualty companies is read- 
ily available through our agents located conveniently in cities 
and towns from Coast to Coast. We invite you to consult them 
or your own broker. 


UNITED STATES RESOURCES DECEMBER 31, 1946 


MARKET VALUES 

*POLICY- SECURITIES * (See note below) 
eeusens CPCS 8S | —— 
SURPLUS REQUIRED ADMITTED — | POLICYHOLDERS’ 
BY LAW ASSETS SURPLUS 


$19,998,007 | $12,719,674 | $7,278,333 | $1,028,848 | $20,426,455 | $7,706,782 
The Ocean Accident & Guarantee Corp. Ltd. + | 24,114,964) 17,574,605 | 6,540,359) 989,027 | 24,790,353) 7,215,748 


ORGANIZED 1871 


American Central Insurance Company 9,482,240} 5,573,674) 3,908,566; 392,007; 9,891,592) 4,317,917 


ORGANIZED 1853 





The British General Insurance Co. Ltd. + 1,556,923} 817,828} 739,095; 630,613) 1,631,933) 814,105 


ORGANIZED 1904 


The California Insurance Company 6,365,590 | 3,404,727) 2,960,863; 372,006) 6,591,991 3,187,264 


ORGANIZED 1864 


Columbia Casualty Company 12,220,859 | 8,073,750} 4,147,109) 710,553) 12,594,366} 4,520,616 


ORGANIZED 1920 


The Commercial Union Fire Ins. Co. of N.Y. | 4,369,803) 2,745,143) 1,624,660} 283,754) 4,497,552] 1,752,409 


ORGANIZED 1890 


The Palatine Insurance Company Ltd. t 3,853,786 | 1,888,264) 1,965,522) 632,788) 4,018,811) 2,130,547 


ORGANIZED 1886 


Union Assurance Society Limited t 3,082,097 | 1,896,121 | 1,185,976} 633,725 3,206,427) 1,310,306 


ORGANIZED 1714 


TU. S. Branch *If all Bonds and Stocks owned were valued on the basis of December 31, 1946 Market Values, the Total Admitted Assets and 
Policyholders’ Surplus would correspond to the amounts shown in the columns at the right. 


FIRE — CASUALTY — MARINE 
AUTOMOBILE — AVIATION — BONDS 


HEAD OFFICE: ONE PARK AVENUE, NEW YORK 16, N.Y. 


\tAL Sp 
G 


NEW YORK Re ATLANTA 
CHICAGO \protection SAN FRANCISCO 
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MONROE’S Exclusive “Proof-Pay”| : 


Monroe 
Bookken 
eepi 
ailiachine © 
-285-212 


Operators Who Know Pr 
because of the followin 
Monroe Minus Bar—makes possible instant Adding Machine 


onr 


correction in any register OF position on the Compact Size— 
form. and metallurgy 
‘Velvet _T ouch” Q peration—speed#> sim- size have been © 


, 

plifies and makes the work easier for the “Pnitized”” Pp i 
bookkeeper: , tray an 

Fast Insertion of Forms—® remarkably um efficiency: 


m 
simple carriages engineered for easy fasts Programs Changed Instantly-i" a few sec- 
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The extreme simplicity of Monroe’s “Proof Pay” can he seen at a 
glance. The 312” tape produced by the “Proof Pay” run is a control 
of the entire posting of accounts, showing old balances, checks, 
deposits, and new balances. All overdrafts are instantly detected, and 
immediate adjustments can be made mechanically in all control 
registers. The totals on the journal produced by the posting run must 
agree with the totals on the “Proof Pay” tape. 


In this Monroe Bank Bookkeeping Machine you have a machine 
of completely modern design, built especially to meet the new 
and modern needs of bank accounting. Because of its modern 


design it has made possible a unique and revolutionary system 
that is simple, fast, fool-proof. Its simplicity and “Velvet 
Touch” ease of operation is instantly recognized and appre- 
ciated by every operator. 


Call the nearest Monroe Branch; a representative will 
explain Monroe features and advantages. Ask for fully illus- 
trated booklet, ““Three Machines in One.” Monroe Calculating 
Machine Company, Inc., Orange, New Jersey. 





Sharing our knowledge of 


FOREIGN TRADE FINANCE 


The resumption of international trade has raised 
many questions about the credit instruments through 
which a large part of this trade is financed. To corre- 
spondent banks and customers transacting overseas 
business, The First National Bank offers the 
cooperation of its Foreign Banking Department. 


Officers of this department can render sound advice 
based on long experience, on credit arrangements, 
remitting funds, exchanges in foreign monies, risks 
involved in import and export transactions. 
This bank’s network of foreign banking contacts, 
developed through eighty years, enables us to offer 
unusual service in matters of foreign collections and 
remittances. In addition, information is available 
regarding the financial responsibility of business 
houses throughout the world. 


FOREIGN BANKING DEPARTMENT 


The First National Bank 


of Chicago 


- 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Answers to Bankers 
Monthly Quiz No. 47 


c. The Negotiable Instruments 

Act specifically states that a 
check made to a non-existing per- 
son is a bearer check, and a bearer 
check may be safely cashed for any 
one who has it in his possession. The 
law does not require an indorse- 
ment. However, it is always wise 
for a bank to require indorsement 
of the person to whom the money 
is paid regardless of whether the 
check is a bearer check or not. This 
would make it easier for the bank 
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to get in touch with the person to 
whom the money was paid if it 
were necessary. 
ya a. There are ten dollars worth 
of halves in a roll, 
ey 6b. You can see at once that the 
checks total over $11,000 and 
would overdraw the account with- 
out the other two. 
c. It is common for a farmer’s 
credit file to show the value of 
his equipment especially the larg- 
est pieces such as a tractor. 
qc. The coins used would be a 
silver dollar, a fifty cent piece 
and a penny. 


a. The staggering of statements 
eliminates the month-end rush 
because there are not so many 
statements to be mailed on any one 
day. 
All; a. can be paid with a one 
hundred dollar bill, a fifty dol- 
lar bill, a ten, and a five. b. can be 
paid with a twenty, a five, a two 
and a one. c. can be paid with a 
fifty, a twenty, a ten, and a five. 
a. The larger cities have prefix 
numbers and the prefix number 
for San Francisco is eleven. All 
banks with the prefix 11 are located 
in San Francisco. 
is} a. Warehouse receipts on read- 
ily salable goods are always 
good collateral. On the other hand, 
the value of two rabbits would not 
be enough to justify a loan. Of 
course, the rabbit collateral might 
increase, but who would be willing 
to take care of rabbits in a bank? 
b. The owner of property near 
an airport might well carry 
aircraft property damage insurance 
to take care of any losses resulting 
from falling aircraft or from any- 
thing falling from an airplane. 
c. Labor Day is the second 
Monday in September and is 
observed as a holiday by banks in 
all states. 
a. Undivided profits and re- 
serves were $2,702,000,000 at 
the end of June 1946, and capital 
was $3,241,000,000. 
c. While it is true that a chattel 
mortgage may be assigned to a 
new holder, it is not classed as a 
negotiable instrument. 
a. It is always dangerous for 
the bank to allow a customer 
in the safe deposit vault by himself. 
There are many cases in which 
banks have been sued for some- 
thing alleged to have been missing 
from the customer’s safe deposit 
box, and when it has been shown 
that the bank allowed other cus- 
tomers in the vault alone, the court 
has always held the bank liable. 
b. A charge for checks depos- 
ited is included in the service 
charge schedule of some banks. 


c. 

“b. New York is the Federal 
Reserve City for the Second 

Federal Reserve District. Boston is 

in the First District. 

c. There is a table showing the 
time required for air express 

and air mail in the front of the 

Bankers Directory. 

a. Any item taken for collection 
is not considered a cash item. 

Ohio, Oregon, and Oklahoma 
State Bankers Associations. 
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@ For Samples of LaMonte Safety Paper see your 


“za More” 


SAFETY PAPER FOR CHECKS 


GEORGE LAMONTE & SON, NUTLEY, NEW JERSEY 


A Check Paper All Your Own 


Why not follow the lead of America’s out- 
standing banks and corporations? Let us 
reproduce your trade-mark in the paper 
itself. Such iInpIVIDUALIZED check paper pro- 
vides maximum protection against altera- 
tion and counterfeiting—saves banks 
sorting time — helps prevent errors. 
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1. Deposit Proving 
2. Commercial Posting 
3. Savings Posting 


- All Done On One Machine 


A saving of 50% in machines and several other benefits are derived 
from a set-up which has been thoroughly tested in this bank. 


HE best way I can demonstrate 

wnat we are accomplishing on 
one machine is to give the activity 
figures for one branch which uses 
the same machines for commercial 
posting, savings posting, and deposit 
proving. In one month, the activity 
figures are: 


Savings accounts 
maintained 
Commercial accounts 
Se 
Savings debits 
Savings credits 
Commercial deposits 
received 
Deposits for other offices... . 
Checks paid—single 
posting 
Checks paid—bunch 
posting 
Number of bunches....... 
Out-clearings 
Approximately one-third of the 
commercial accounts are affected 
each day. The average savings post- 
ing per day is about 340 and the 
highest day was 456. The largest 
number of deposits received in one 
day was 660. In this office, we do 
these three jobs with two machines. 
This is only possible because of the 
complete inter-changeability of the 
equipment. 


2,200 


Commercial Posting Routine 


Our commercial routine is as fol- 
lows: 

We single post with the use of 
Recordak, using a statement form 


with double balance, the second one,’ 


of course, being the stub for analy- 
sis purposes. Our branches receive 
two in-clearings per day, the first 
one representing about 80% of the 
total in-clearings, is there by the 
time the employees arrive. The sec- 
ond one reaches them about 11:30. 

The first in-clearings are proved 
by the proof and clearance clerks 
and immediately reduced to exact 
posting sequence. The second in- 
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By 
CLIFFORD A. DOWNHEIMER 


Assistant Comptroller, Cleveland Trust: Co. 
Cleveland, Ohio 


clearings are proved and sorted by 
the bookkeepers and inter-sorted 
with the first. All of the machine 
posting is done in a single run, start- 





Eleven Points In This 
Machine-Economy System 


1. All commercial posting is 
completed in a single run from 
9 A. M. to lunch time. 

2. All posting to 2,200 accounts 
is cone on one machine. 

3. As much work is done on 
one machine as would ordinari- 
ly require two. 

4. Corrections are easy to 
make. 

5. The ledger sheets are not 
offset in advance of posting but 
machine posting is completed in 
just as short a time as if they 
were. 

6. Semi-annual interest credits 
on savings are posted on the 
same machine. 

7. It requires only three hours 
and a quarter to post one book of 
about 1,200 savings accounts. 

8. The same machine has a 
tape with which deposits are 
proved. 

9. One operator proves all de- 
posits, even on peak days. 

10. A supplementary proof is 
maintained to which the totals of 
individual proof tapes are trans- 
ferred. 

11. A customer's error is ad- 
justed by a duplicate advice: one 
copv goes to customer, the other 
is filed with checks or deposits. 


ing at 9:00 in the morning. 

The entire posting is done on one 
machine. The posting is balanced 
before the bookkeeper goes to 
lunch. After lunch, the other book- 
keeper sight posts and offsets the 
combined in-clearings. Our sched- 
ule calls for any return items to be 
ready for officers approval by 1:00 
P. M. 

The balance of the time until the 
bank closes, is utilized in sorting 
the deposits and debits from the 
window work. After all the window 
work is in, it is sight posted and 
balances of the affected accounts are 
listed. This completes the commer- 
cial bookkeepers ordinary day. 

While we are using as much per- 
sonnel as this job would normally 
require, we are using one-half the 
posting, machine equipment, still, 
I do not consider this posting too 
heavy a burden for the average 
operator. 

To prove machine posting with 
sight posting, this machine’s regis- 
ter action has some advantages. It 
accumulates old balances, debits, 
and credits, and manufactures new 
balances. This makes it easier to 
reconcile to the pre-list of the old 
balances. There is some danger of 
the machine making an error in 
cross-footing. However, this has 
never been a factor to us. The fact 
that this machine can subtract from 
any vertical accumulator makes 
corrections such as duplicate post- 
ing very simple. We have never 
shown error corrections on the cus- 
tomer’s statement, although with 
direct subtraction, it could be done 
very readily. 


Savings Posting Routine 


We post our savings the follow- 
ing day, starting the first thing in 
the morning. 

At the time the teller handles the 
deposit or withdrawal slip, he puts 
the passbook balance in a block re- 
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THE MARK OF SUPERIORITY 
IN MODERN BUSINESS MACHINES 


This new symbol, identifies the world’s best-known line of 


business machines. It is introduced as Burroughs’ long-range, 


far-reaching program of research and product development 
reaches full postwar tempo. Expect the finest in machines, 


in counsel and in service wherever you see this symbol. 


Burroughs 


ADDING - CALCULATING - ACCOUNTING - BILLING AND STATISTICAL MACHINES 
CASH REGISTERS + NATIONWIDE MAINTENANCE SERVICE - MACHINE SUPPLIES 
April, 1947 





The machine with the special desk comprises a unit which results in rapid work. 
A rack at the front of the machine holds a quantity of ledger sheets from which 


the operator works. 


served for that purpose. We first 
pick up the old balance from the 
ledger card after the card is in- 
serted in the carriage. We then pick 
up the account number and tabulate 
automatically. to either the with- 
drawal or deposit column. After 
posting the entry, the machine takes 
an automatic sub-total. 

We then pick up the passbook 
balance from the media and the ma- 
chine takes an automatic total, giv- 
ing zero proof or the difference, if 
any. We have cut out the line finder 
at this spot so that only the last 
amount in the proof column is vis- 
ible to the operator. This permits 
the operator to concentrate on the 
difference. 

In the office whose figures I am 
quoting, they post directly from the 
ledger trays rather than pulling the 
cards in advance. I have demon- 
strated by actual tests that the total 
elapsed time for the job is almost 


OUR BANK-OF-THE-MONTH 
Recent ee 


ALPEWA SAVINGS BANK OF ALPENA, MICHIGA 


H. G. Hudson, President 
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identical under either method. 

Corrections in posting are made 
by erasing the incorrect amount, 
reversing the incorrect posting on 
the journal sheet by the use of the 
minus bar and re-posting correctly. 

We are getting fast work in this 
way since the machine. used for 
Savings must be available for de- 
posit proving not later than 11:30 
A. M. 


Interest Posted By Same Machine 


We also post all of our semi-an- 
nual interest by machine, reversing 
the ribbon so that the amount of the 
interest credit and the new balance 
appear in red and the date in 
black. This not only gives a much 
better looking record than hand 
posting, but also saves a substantial 
amount of overtime. Approximately 
75% of our savings accounts will 
draw interest. We average about 
1,200 accounts to a ledger tray and, 


in the interest period just com- 
pleted, averaged three hours and a 
quarter to a tray. 


We do not have resident auditors 
in our branches. Accordingly, we 
make a duplicate of the journal for 
our audit department. From this, 
an auditor can verify any differ- 
ences shown in the proof column. 

In the branch, we call in every 
passbook that is out $10 or more 
whether short or over, provided the 
difference is not interest, not posted 
in the passbook, or “no book items.” 
No book items are symbolized on 
the ledger card at the time we 
would normally pick up the pass- 
book balance. 

In order to make the posting on 
the journal visible to the operator, 
we use a five-inch carbon back of 
the ledger card. This carbon has a 
header the full width of the journal. 

Errors in old balance pickup are 
almost unheard of. This applies to 
the commercial posting as well as 
to the savings. The reason for this, 
I feel, is the proximity of the bal- 
ance to the keyboard and to the 
complete visibility of the previous 
posting line. In connection with the 
last statement, I should also say 
that “high” postings are almost un- 
heard of due to the design and the 
transparency of the line finder. We 
are getting posting speeds as high as 
170 per hour on savings posting 
from the trays. 


Deposit Proving Routine 


The.deposit proving plan calls for 
the use of a 3-7/16 inch tape, mak- 
ing it necessary to space up at each 
tabulation. At first glance, this may 
seem like an unnecessary use of 
paper. However, this is a very high 
speed operation.and is a decided ad- 
vantage in keeping the entire tape 
in front of the operator’s eyes. 

On the “cash only” deposits, the 
amount of the cash is listed verti- 
cally from all of the tickets. We 
then tabulate to the deposit position 
and list the total of the deposits. 


(More on page 184) 
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We invite your inquiry on our 
full list of completed banks. 


A. A. HENKEL & ASSOCIATES, INC. 
Bank Designers and Sngincers 
333 NORTH MICHIGAN AVENUE 
Chicago 4 
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DOUGLAS-GUARDIAN 


WAREHOUSE CORPORATION 
“The Bankers’ Field Warehouse Company” 


NEW ORLEANS I, La., 118 North Front St. LOS ANGELES 14, Colif., Garfield Bidg. 

NEW YORK 4, N_Y., 50 Broad St. MEMPHIS 3, Tenn., Porter Bidg- 

CHICAGO 3, IIl., 100 West Monroe St. PHILADELPHIA 2, Pa., Girard Trust Bidg. 

ATLANTA 3, Ga., Hurt Bidg PORTLAND 5, Ore., 927 S W. Alder St. SPRINGFIELD, Mo., Holland Bldg. 
CLEVELAND 44, Ohio, Union Commerce Bldg. ROCHESTER 4, N.Y., Commerce Bldg. TAMPA 2, Fla., 416 Tampo St. 
DALLAS |, Texas, Tower Petroleum Bidg- SAN FRANCISCO 4, Calif., 300 Montgomery St. EL PASO, Tex , First Nat’! Bank Bidg. 
EASTON, Md., 438 South Street. SPRINGFIELD 3, Mass., 172 Chestnut St. HARTFORD 5, Conn., 945 Asylum Ave. 
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The purpose of this is first to avoid 
taking a cross-footer total after each 
deposit and second, to prevent the 
operator from repeating a mistake 
by listing the second amount from 
memory. 

The teller sorts the deposits, at 
the time he receives them, into 
three pigeonholes: 

1. Deposits with cash only 

2. Deposits with single item 
checks only 

3. All other deposits 

The four registers of the machine 
are utilized as follows: 


First column—Cash 

Second column—Total of the 
deposits 

Third column—Checks 

Fourth column—Zero proof or 
difference, if any. 

The deposits having only single 
checks are separated and listed in 
the same way, using the deposit and 
check columns. The purpose of this 
is the same as the “cash only” de- 
posits. The total of “all other de- 
posits” is taken at the end of each 
deposit. 


These estimates of the future popu- 


lation of the Los Angeles metropolitan area were 


recently released by Standard & Poor’s Corporation. 


Whether they materialize or not, 


there is no question but that Los Angeles is one of 


the most rapidly expanding centers in the United 


States. 


This bank has played an important 


' part in the growth and development of this com- 


munity. Our experience is at the disposal of you 


and your customers. 


Pe et he A OD SS 


“ATIONAL 


TRUST & SAVINGS 


42 LVA 


ESTABLISHED 1890 
Member Federal Deposit Insurance Corporation 
HEAD OFFICE STH & SPRING * LOS ANGELES 


We permit the depositing of part 
of a check, treating the remainder as 
cash-out. This is listed in the cash 
column with a minus bar. Our argu- 
ments in favor of this method rather 
than treating the check as a check 
cashed and the deposit as cash, are 
that it automatically gives the teller 
a proof of his computation and it 
removes these checks from the win- 
dows through the day rather than 
having them remain there until the 
teller runs his “ paid-outs.” 

At most of our branches, it is not 
practical to have segregated win- 
dows for commercial accounts and 
savings accounts. Accordingly, our 
tellers are accepting all types of 
transactions except loan payments 
and other slow-moving items. 

Under our method of deposit 
proving, this necessitates that we 
re-list the deposits after they are 
proved in order to establish the 
totals for commercial, savings, and 
“other offices.” We accept deposits 
for any office at any other office. 

We have experimented with sep- 
arating the deposits and their at- 
tendant checks in the tellers cage, 
but this slows down the proving 
operation beyond any advantages to 
be gained by not re-listing. 

In the office I am citing, one 
operator easily proves all deposits 
received even on peak days. An- 
other clerk re-lists the deposits, en- 
dorses and sorts the checks, and 
lists any of the sorts that are heavy 
enough to justify it prior to the final 
running of clearance. Admittedly, 
under this deposit-proving plan, all 
out-clearance has to be re-listed and 
any error in this listing cannot be 
isolated to a part of the out-clear- 
ings. However, the saving in check- 
ing time while proving the deposits 
more than offsets this. 

We close at 2:30 P. M. every day 
but Saturday, when we close at 12. 
Our schedule calls for all deposits 
to be proved by 2:45 P. M. and on 
Saturdays by 12:30. We do not use 
cash substitution tickets with this 
method of proof but simply take a 
total of the vertical register in 
which we are accumulating tellers’ 
cash after each teller’s work. 

Regardless of how many tellers 
are represented in a run, we use 
approximately 10 feet of tape. If 
checking is necessary, this keeps the 
tape to a length in which it can be 
handled. By co-mingling tellers in 
this manner, it is possible to pick up 
a teller’s work no matter how much 
or how little he has. This keeps the 
windows cleared out, particularly 
approaching closing time. 
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We maintain a supplementary 
proof to which the totals of the 
proof tapes are transferred. Since 
the theory of proving is that debits 
equal credits, this proof should al- 
ways be in balance with itself, and, 
if the central proof for the whole 
bank does not balance, at least this 


The tape is here shown in the position used 
for proving. It is quickly moved out of the 
way when the machine is to be used for 
posting. 

portion is eliminated as a possible 
source of the error. 

When a customer’s error is de- 
tected in proving, we use either an 
error credit advice or debit advice, 
whichever is required, one copy go- 
ing to the customer and one becom- 
ing another check or deposit. This I 
think is essential with this opera- 
tion. 


“Screw Ball” Ideas May Be 
What We Need 


Some time ago, at a dinner meet- 
ing of some of our officers and a 
group of Rochester business men, 
I was introduced by our executive 
vice president, partly in earnest and 
partly in jest, as the man about the 
bank who had more “screw ball” 
ideas about banking than anyone in 
the place. 

While I was a bit embarrassed by 
the down-to-earth terminology of 
my brother officer, I was pleased 
with the implications behind that 
term “screw ball.” 

Anyone in a bank who habitually 
asks “why” when the only answer 
is: “it’s always been done that 
way”; anyone who upsets routines 
built to the convenience of the oper- 
ating force rather than the custom- 
ers; anyone who suggests in staid 
banking circles that we try the un- 
tried—may very readily find his 
ideas termed “screw ball” or worse, 
without any implied compliment. 

But times are changing. Many of 
the ideas that were “screw ball” in 
our banks just a few years ago are 
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TROUBLE 
SHOOTER 


FOR YOUR CONSUMER CREDIT DEPARTMENT 


as new consumer credit department has its own problems 


to overcome. Methods of operation have to be perfected, 


kinks ironed out. 


Helping you iron out these kinks is the specialty of 


Industrial’s correspondent representatives, backed 


by this bank’s 34 years’ experience in the field. 


A correspondent relationship with Industrial 


means all the ordinary correspondent serv- 


ices. It also means an invaluable trouble 


shooter on call for your consumer credit 


department when you need one... 


A plus service! 


among the most orthodox today. 
Consumer credit has become respec- 
table in thousands of banks. Ad- 
vertising, human, realistic, even hu- 
morous, that we’d have hesitated to 
suggest a few years ago, now gets a 
ready “OK.” 

Flower shows, photographic dis- 
plays, building, even plumbing ex- 
hibits, take up space in the most 
dignified of bank lobbies. 

Bank clerks are stepping a live- 
lier pace and bank customers, wait- 
ing before teller windows, may be 
found humming a tune—al] because 
of the music broadcast in dozens of 





banking offices. 

We’re beginning to find there’s 
almost fun in the banking business. 
We find we can say ‘“‘No” on occa- 
sion—say it with a smile, and ex- 
plain why. It’s no longer necessary 
to wear bullet-proof vests and a 
frozen look that would chill an Es- 
kimo. — Swayne P. Goodenough, 
vice president, Lincoln Rochester 
(N.Y.) Trust Co. 


Do you keep the keys to your 
unrented boxes accessible to one 
employee only? 
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suit could be made that would 

fit all men. A good tailor fits 
each individual and if the customer’s 
physique changes, he changes the 
cut. We think it is the same with the 
investment policy of a bank. Every 












































Quality Elements Of 
Investments In Order 
Of Importance 























1. Safety of principal 
2. Maturity date 
3. Rate of return 
4. Marketability 















































bank has to tailor its account to fit 
its assets. It is impossible to fit only 
the sleeves and the trousers. The 
suit must be planned as a whole. 
We try to follow that policy in in- 
vesting the funds of this bank. 
Actually, the money in the bank is 
all in one big fund. We try to tailor 
























































A Tailor-made Policy Yields 
12% Qn Total Invested Capital 


This bank has a policy for investing funds which keeps the right 
amount in the right type of security to provide safety and the best 
possible rate of income. 





By FRED W. NEW 


Cashier, Bank of Burlington 
Burlington, Wis. 


our investment policy as a whole 
and not only from the standpoint of 
securities alone. > 

A bank is not just a reservoir of 
funds but should be of value to the 
community which it serves, there- 
fore, the loaning of funds locally is 
of first importance. In this function, 
we endeavor to collect any money 
that is loaned to a customer on the 
same basis as he receives his in- 
come, namely: monthly or semi- 
annually. We have found in practice 
that this idea is a great advantage 
to the borrower. Therefore, practi- 
cally all our loans are amortized. 

We believe this is a sound policy 
with individual loans, and it should 
be a sound policy to follow with 
bonds or other securities. Viewing 
our holdings of governments, muni- 
cipals, and other bonds as a single 
item, we try to follow it out by 























| BANKERS HAVE ALWAYS DESIRED 
to treat STRANGERS most courteously, BUT for lack of 
POSITIVE IDENTIFICATION 
good customers of your bank, but strangers to others, 
HAVE BEEN VISIBLY CHAGRINED. 














| MuniGrebdentTiAcs 
| 


are the answer to the Bankers’ Prayers. They are the 
POSITIVE IDENTIFICATION 





which your bank SELLS for ADDITIONAL INCOME to enable your fellow 
banker to honor your good customers’ checks WITHOUT embarrassment. 
It's almost the size of this ad, and it’s the next thing to PERPETUAL MOTION. 


Order direct from 





MINICREDENTIALS 
WAYNESBORO, PENNSYLVANIA 













spacing the maturities so they, in 
turn, are paid at regular intervals. 

Investing in bonds is an adjunct 
to the local conditions which in- 
volve the loaning of money and the 
possible decrease in deposits. When 





Percentages For Disposition 


Of Assets 
Governments ............. 44.6% 
Municipals sateduseroseeeses OD 
Other Bonds (including 

Federal Land Bank) 1.6% 
Local Loans .. 20% 
Cash and other assets 14.4% 
Total resources .. 100% 





maturities are spaced at regular in- 
tervals, it makes it possible for us to 
have money to loan locally as the 
demand increases, and to have 
funds available for the withdrawal 
of deposits. If the funds are not used 
in one or both of these ways, we 
buy bonds in the longer maturities 
to suit our needs. 

We started on a policy of spacing 
maturities eight or nine years ago. 
It was difficult then to buy short- 
term investments. Consequently, we 
bought bonds with six to ten years 
to run. During that interval, it was 
necessary to carry a large cash bal- 
ance and U. S. Treasury Bills and 
Certificates. Time goes by very 
quickly and the longer term bond 
soon became short term. We are 
now receiving long-term rates on 
short-term investments. 

We have about an equal amount 
coming due every year for the next 
ten years. Very few of our bonds 
have a longer maturity. It gives us 
the advantage of getting good re- 
turns and the security of knowing 
that the necessary funds are avail- 
able. It is our desire to see the 
bonds which we purchase mature 
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and be paid. Therefore, we have 
limited the length of maturity to 
ten years. We do not wish to take 
unnecessary risks. So we confine 
ourselves to the best quality only. 
At the present time, our assets 
are as follows: 
Government bonds 
Municipal bonds 
Other bonds including 
Federal Land Bank... 
Local loans 
Cash and other assets. . .14.4% 
Total resources 100% 


In an investment, we consider, 
first—safety of principal; second— 
maturity date; third—rate of re- 
turn; and further down the list— 
marketability. 


Bonds are bought solely for the 
interest we receive and we do not 
try to make a profit from selling or 
trading them. The buying of the 
highest quality and the spacing of 
maturities is of the greatest impor- 
tance, 


Any risk that is justified should 
be in proportion to our undivided 
profits and reserves. Again, we con- 
sider our assets as a whole, and be- 
lieve this risk should be confined to 
our local loans. In so doing, we ac- 
commodate our customers and help 
to build our community. 

We have found in practice that 
these policies eliminate the dangers 
and return substantial profits to our 
bank. 


In the purchasing of municipal 
bonds, we think that some of the 
smaller credits are more advanta- 
geous to us because of the greater 
return than on the larger issues. At 
the present time, our city does not 
have a bonded debt, but a few years 
ago, they did have an issue out- 
standing of $50,000. This amount 
was so small it would not be rated 
by any rating bureau, but we can- 
not conceive of a better credit. We 
think there are lots of communities 
such as ours which have small 
bonded debts that make desirable 
investments. 


By following these policies, we 
are able to keep our total funds 
working at all times. Last year, 
after excluding non-recurring in- 
come, we made over 12% on our 
total invested capital. It also en- 
abled us to pay a very substantial 
bonus to our employees. 


1.6% 
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witH MopERN MetHops 


The modern farmer is a factory owner and operator. 
He serves in the dual capacity of management and 
labor. Planning the production and equipping his 
factory with the most effective “machine tools” are 
but a part of his work. As a skilled craftsman, he 
will use those tools to achieve maximum produc- 
tion with the most economical use of his raw 
materials—and the most important raw material 
to the farmer is the fertility of the soil. 
Modern Methods of farming demand modern “machine tools”’ 


that are versatile, de 


ndable, and economical in operation 


and upkeep—Toots that represent a sound investment for 
management and maximum effectiveness in the hands of 


skilled labor. 


More and more farmers are equippin 
Tractors. 


MM Mopern MaAcuinEs and 


their farms with 
is increased de- 


mand makes immediate delivery difficult, but MM MopErn 
MAcHINES are worth waiting for! 


Your MM Dealer has complete information on MM 
MopeERN MACHINERY, Tractors, and Power Units for farm use. 


MM TRACTORS ARE VISIONLINED 


= i 


MINNEAPOLIS- MOLINE POWER IMPLEMENT COMPANY 


MINNEAPOLI 
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Every Loan Officer A 
Farm Credit Specialist 
Certainly no country bank should 
be without a staff member who 
knows thoroughly the agriculture 
of the territory. In the smaller 
banks, every man is a farm credit 
specialist. In larger banks, this may 
not be so. But whatever its size, 
every bank that can possibly do so 
should have an outside man calling 


‘on ‘the farmers, getting ‘to know 


them, becoming familiar with their 
operations and their progress, 
building up credit information. 

Other businesses have men who 
call on the trade. Government 
agencies do it. Why not banks? 
You’ll never really know your farm 
customers and their needs until you 
begin doing business with them 
over their own fences.—C. W. Bail- 
ey, president, First National Bank, 
Clarksville, Tennessee. 


Loan payments and bond maturities are amortized so that there is a 
steady return of invested funds. 
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Quiz To Be Used In 
Federation Meetings 


We have been interested for some 
time in your offer to furnish re- 
prints of the Bankers Monthly Quiz 
and have decided to make use of 
this service at the monthly meet- 
ings of our Alexander-Pulaski 
County Bankers Federation. 

Please, therefore, put us on your 
monthly mailing list for 50 re- 
prints, beginning with January, 
1947, issue, forwarding the reprints 
and bill to this bank for attention. 
—Miss R. M. Carney, assistant sec- 
retary, First Bank & Trust Com- 
pany, Cairo, Ill. 


Personnel Articles Excellent 


Your August, September, and 
October, 1946, issues of Bankers 
Monthly contain excellent articles 
on personnel problems and pro- 
grams. Please send me one copy of 
each of these issues along with an 
invoice indicating the cost. We will 
send you a check for the proper 
amount by return mail.—William 
H. McCarthy, Personnel Supervisor, 
The Bank of Virginia, Richmond, 


with $150,000,000 in resources 


would like to handle your cash 
items for you... would welcome 
an account from your bank... 
would appreciate an opportunity 
to be of service to your customers 
when they come to Los Angeles 


& TRUST CO.OF LOS ANGELES 


THE BANK OF PERSONAL SERVICE 
MEMBER FEDERAL RESERVE SYSTEM & 
FEDERAL DEPOSIT INSURANCE CORP 


82 G. I. Loans 
In This Three-Million Dollar Bank 
-And Not One Delinquency 


This bank has made the following loans to vet- 
erans: Thirty farm mortgages, thirty-eight resi- 
dential mortgages, and fourteen business loans. 


By FRANK P. POWERS 


President, Kanabec State Bank 
ra, Minn. 


E have had a very interesting 
experience with our G. I. loan 
program. At present, G. I. loans are 
about 18.5% of our total loans. Our 
institution is situated in a typical 
county seat town. Our deposits were 
$3,126,973.66 as of Dec. 34, 1946, 
and our loans totaled $1,001,222.22. 
When the boys and girls began to 
return from the Service, we realized 
we had an obligation to give them 
the type of banking they were en- 
titled to. We arranged with our 
county Selective Service Board to 
furnish us with a list of all veterans 
who were discharged each month. 
Upon receiving this list, we mailed 
a letter to each veteran inviting him 
to call and see us regarding any of 
his financial problems. 

We were agreeably surprised 
when many veterans took advan- 
tage of our invitation. This resulted 
in a substantial volume of G. I. loans 
and also enabled us to make a large 
number of regular loans where it 
was not feasible to use the G. I. 
plan. This also gave us the oppor- 
tunity to become better acquainted 
with the boys, many of whom will 
be the future leading citizens of our 
country. In a very short time, they 
will be dealing with us as mer- 


chants, farmers, or public officials. 

So far, we have completed 82 G. 
I. loans totaling $185,000 and six 
are being processed at the present 
time. These loans consist of 30 farm 
mortgages, 38 urban _ residential 
mortgages, and 14 business loans. 
The business loans have been, in 
some cases, for the purchase of 
trucks, livestock and machinery on 
farms, or the purchase of equipment 
for small businesses. 

Some of our banker friends have 
told us that they are not making 
these loans because they believe 
there is too much red tape con- 
nected with them. We have found 
from experience that a junior officer 
can handle these loans expeditious- 
ly. The Veterans Administration is 
very co-operative and we have had 
no difficulty developing the sub- 
stantial volume we now have on 
our books. 

We have five veterans of World 
War II and one veteran of World 
War I employed in our institution. 
Our assistant cashier who is in 
charge of this program is a veteran 
of World War II. I believe it is very 
important for.a bank to arrange, if 
possible, to have a veteran handle 
this work as he is in a better posi- 


This Letter Was Written To All Returning Service Men 
And Women 


Now that you have returned to civilian life 
after serving in the armed forces, we cordially invite 
you to call upon us at dny time in case we can be of 
service to you in any manner whatsoever. 

Most veterans will, no doubt, wish to avail 
themselves of the benefits provided for in the G. I. Act. 
We aim to do everything we can to be of service in this 
connection, and also endeavor to give all returning veterans 
such other information as may be worth while. 

We, therefore, hope you will call and see us 
regarding any problems you may have. 

Very sincerely yours, 
Frank P. Powers 
President 


FPP‘alh 
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tion to talk the G. I. language and 
usually has a great deal in common 
with the boys or girls who are seek- 
ing information. 

We have had many loan applica- 
tions we were unable to consider 
because the loans were unsound. 
We do not believe, however, that 
these rejections have produced any 
unfavorable reaction. In many in- 
stances, we have been able to give 
the veterans excellent advice con- 
cerning their financial problems. We 


Four Points In The G. I. 
Loan Plan 


1. Letters offering help and ad- 
vice were written to all returning 
G. I's. 

2. A veteran of World War II 
was employed as assistant cash- 
ier and handled all G. I. applica- 
tions. 

3. Eighty-two loans totaling 
$185,000 and representing 18.5% 
of all loans, were made to vet- 
erans. 

4. If a loan was unsound, an 
effort was made to advise the 
applicant in a helpful way. 





also have, at all times, tried to help 
them as much as possible by urging 
them to keep their government in- 
surance in force, or have it con- 
verted. 

Shortly after VJ Day, prices on 
all types of real estaté advanced so 
much in our territory we were con- 
vinced it would be unwise for a 
veteran to purchase a home or farm 
without some helpful advice. In 
many instances, we were able to be 
of real service to them in securing a 
home or farm on a reasonable basis. 
Real estate has not, however, ad- 
vanced as much in price in this 
vicinity as it has in many other 
parts of the country. 

The fact that we do not have a 
single delinquency on any of our 
loans is a good indication of how 
sound our loan program has been. 

We have a splendid opportunity 
to render a real service to the boys 
and girls who fought our battles in 
all parts of the world. By doing so, 
we are going to do the job the pub- 
lic expects of the banks. 

The banks of this country owe a 
debt of gratitude to the American 
Bankers Association, the American 
Legion and other veterans’ organi- 
zations in securing the enactment 
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FICB CONSOLIDATED DEBENTURES 
Vee 


Prime Short Term Issues 


CONSOLIDATED DeBeNTURES of the Federal intermediate 
credit banks offer excellent media for employment of large 
cash balances. Issued monthly in maturities from 6 to 12 


months and denominations from $5,000 to $100,000, 








trust and public funds, these debentures are authorized 

under the Federal Farm Loan Act, as amended. They are 

legal investment for savings banks and insurance companies 
in various states, besides enjoying exemption from 


all state, municipal and local taxes. 


31 NASSAU STREET 











of the G. I. Act. It is true the original 
law was framed in such a manner 
that finance institutions had diffi- 
culty operating smoothly under it. 
The amended act, however, has been 
streamlined and the regulations 
issued by the Veterans Administra- 
tion are designed to make it very 
satisfactory for all concerned. 
Banking, like all other types of 
business, has undergone many 
changes in recent years and cer- 
tainly it behooves us to be alert and 
cognizant of these changes. I believe 
the opportunity we have to render 
service to the returning veterans 
under the Servicemen’s Readjust- 


they are available regularly through recognized dealers 


and dealer banks. Eligible as security for most fiduciary, 


THE FEDERAL INTERMEDIATE CREDIT BANKS 


Requests for supplemental information regarding 
these seasoned issues should be addressed to: 


CHARLES R. DUNN, Fiscal Agent 





NEW YORK 5, N. Y. 


ment Act, as amended, is one of 
which all banks should endeavor to 
avail themselves. 


In the final analysis, the success- 
ful operation of almost every bank 
is dependent on the quality and 
efficiency of the members of the 
working staff. These people must 
be properly paid and properly 
treated. They are the immediate 
contacts with the public, and to 
much of the public, they are the 
bank.—C. W. Bailey, president, 
First National Bank, Clarksville, 
Tennessee. 
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Check What You Need 


. Accounting Forms 29. 
. Accounting Machines 


New Postal Scale Renders 
Speedy, Wide-Range Service 


A fast and accurate scale for com- 
puting exact postage on first-class, 
air mail, third-class, and parcel 
post, with a special indication for 
book rate is now being offered by 
Commercial Controls Corporation, 
Rochester, N. Y. 

This new All Purpose Postal Scale 
has a capacity of 30 pounds and 
covers the range of most common 
usage. Weights are shown in ounce 
graduations making computation of 
postage to other countriés easy. 

The cylindrical chart has wide 
computing area providing maxi- 
mum visibility. In addition, magni- 
fication is provided by a reading 
lens which covers the chart opening. 
Interior illumination of the chart is 
automatic when the platform is de- 
pressed. 

By combining these features the 
one scale serves many purposes to 

a great variety of users. It has spe- 
cial application to insurance com- 





And Mail This Form 


Coin Counting and Packaging 56. Past Due Notices 
Machines 57. 


Pay Roll Envelopes 


. Addressing Machines 
. Architects and Builders 
. Bandit Resisting Enclosures 
and Alarm Systems 
6. Bank Building Fixtures 
7. Bank Directories 
. Banking by Mail Envelopes 
. Binders, Check, Bookkeeping, 


edger 
. Bronze and Brass Signs 
. Calculating Machines 
. Chairs, Posture, Office 
. Changeable Signs 
. Checks 
. Check Book Covers 
. Check Cancelling Perforators 
. Check Endorsers 
. Check Files 
. Check Protectors 
. Check Signers 
. Check Serters 
. Check Sorting Trays 
. Checking Account Systems 
. Christmas Savings 
. Coin Bags 
. Coin Boxes 
. Coin Changers 
. Coin Counting Machines 


THE BANKERS SECRETARY 


30. Coin Envelopes 
31. Coin Sorting and Counting 
Machines 
32. Coin and Currency Trays 
33. Coin Wrappers 
34. Coupon Books 
35. Currency Straps 
36. Dating Machines and Stamps 
37. Deposit Ticket Files 
3S ba — _ = 
40. aoe Filing Envelopes 
41. Expanding Mailing Envelopes 
42. Filing Cabinets 
43. Forms, One-Time Carbon 
. Forms, Continuous 
45. og Communicating 
stem 
46. interest Tables 


7. Lam 
48. Lighting Systems, Fluorescent 
49. Maps 
50. Metered Mail Systems 
51. Money Orders 
. Name Plates and Desk Signs 
. Night Dépositories 
. Night Depository Bags 
. Pass Books 


Rand McNally and Co., 536 So. Clark St., Chicago 5, Ill. 


Please have buying information sent us on the items elreled above. 


58. 


Personalized Checks 


59. Personal Loan Advertising 
‘ — Loan Collection 


velopes 
. Personal Loan Systems 


raphic Bank Systems 


Proof Machines 


. Rubber Stamps 
q — Fire = Burglar-Proot 


. Safe 


Boxes 
it Records 


68. Safety Paper Suppliers 
. Savings Banks, Home, Pocket 
. Scales, Postal, Parcel Post 
. Seals, Coin Bag 
. Seals, Corporation, Notary, etc. 
. Stamp Affixers 
. Storage Files 
. Time and Delayed Time Locks 
. Time Stamps 
. Travelers Checks 
. Typewriters 
. Typewriter Stands 
. Vaults 
. Vault Equipment 
. Visible Records 
. Window and Lobby Displays 


panies for mailing policies, to banks 
for mailing currency and state- 
ments, and to any other mailers of 
overweight matter of all classes. 

Additional information about the 
popular All Purpose Postal Scale 
may be obtained from Commercial 
Controls Corporation, 640 Culver 
Road, Rochester 2, N. Y. 


Rotary Card File Fills 
Countless Banking Needs 


The Wheeldex Manufacturing Co., 
Inc., is currently offering a small 
sized file which should be of interest 
to all who appreciate time saving 
methods in handling records. 


Wheeldex “Cub” is the trade 
name under which the new product 
has been marketed. The tiny file 





WE ARE NOW IN A POSITION TO ACCEPT A 
LIMITED NUMBER OF ASSIGNMENTS IN THE 
CAPACITY OF ARCHITECTS AND ENGINEERS 
IN YOUR NEW BUILDING OR MODERNIZA- 
TION PROGRAM OR WILL ACT IN A CON- 
SULTING CAPACITY. 

Over Twenty Years Experience 


BANKERS wey ne & a CO. 
Four Licensed Architect: 
120 CLYDE AVE., EVANSTON, ILLINOIS 
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consists of specially and precisely 
slot-punched cards on patented 
card-retaining rods, Rods, cards and 
rotating hub are firmly supported 
in a neatly shaped, tubular metal 
base which provides perfect bal- 
ance for the “Cub.” 

One thousand cards can be ac- 
commodated on the little file which 
rotates smoothly and quickly in 
either direction, provides complete 
visibility for both sides of the cards 
and affords instant reference. Direct 
posting is made possible through 
use of this practical product. 

Because of its flexibility and com- 
pactness, the “Cub,, which is hardly 
larger than a telephone and just as 
useful, scores extremely high in 
time-economy. 

Simplicity itself governs the use 
of the red-trimmed black plastic file 
which serves equally well for busi- 
ness or social needs. Cards can be 
slipped on or off of the special rods 
almost at will. 

The “Cub” may be used as a 
credit file, as a Safe Deposit rec- 
ord, as a customer index or for 
countless other bank needs. Special 
guide cards permit the purchaser 
to make use of any desired type of 
separation in adapting the file to his 
work. 

Wheeldex Manufacturing Co., 
Inc., 53 Park Row, N. Y. 1, N. Y., 
will gladly supply additional infor- 
mation about the popular “Cub” 
upon request. 


Time Saved In Sorting 


Close attention should be given to 
the sorting of: items. Are we using 
unnecessary machine operator time 
with sorting, and otherwise prepar- 
ing the items for posting? Not a 
great deal has been accomplished 
in banks thus far to simplify the 
sorting problem which especially 
confronts the new bookkeepers— 
many of whom I fear have not mas- 
tered the alphabet very well. 

One very helpful sorting aid for 
bookkeepers is the device known 
as “Sortergraph.” A similar one is 
called “Multisort.” These devices 
greatly assist the bookkeeper in the 
fine sorting of items, preparatory to 
posting to the individual accounts. 
Each bookkeeper’s panel carries his 
own alphabetical section of tabbed 
guides which are _ scientifically 
broken down as to letter and proper 
vowel sequence. The panels hold 
the checks securely as the sorting 
progresses, with a minimum of 
reach and lost motion.—O. B. 
Lovell, comptroller, The First Na- 
tional Bank, Madison, Wis. 
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Chrome-ever Costumette 
Increases Office Comfort 


A practical product which helps 
a great deal to preserve the neat, 
efficient appearance of any office or 
workroom by providing a handy 
hanging place for the hats and coats 
of customers or employees, is the 
new Chrom-ever Costumette offered 
by Asquith Associates. 





Constructed of heavy, chrome- 
plated tubular steel, the shiny, trim 
Costumette requires a minimum of 
standing space to provide a maxi- 
mum of hanging convenience. 


MODEL No. 7-5 

















COMPARE! 


STEEL COMBINATION TRAYS 
FOR ROLLED COIN 





No. 845 Tray holds $12 in pennies, $50 
in nickels, $150 in dimes, $150 in quarters, 
$240 in halves. Size: 18"x 4"x 5”. 

Price $5.75 
No. 875 Tray holds twice the amount. 
Price $7.75 


STEEL COMBINATION 
COIN CABINETS 











No. 214 holds $15 in pennies, $50 in nickels, 
$150 in dimes, $350 in quarters, $180 
in halves. Size: 12%"x 11"x 4”. Price $5.75 
No. 704 Larger capacity. . Price $7.75 
Immediate shipment. Return trays at our expense 
unless you are more than satisfied with quality and 


prices. We are serving bonks in every state. All 
prices F.O.B., Brooklyn, N. Y. 


Joseph A. Berardi - Harry Lawrence, Owners 
NATIONWIDE OFFICE SUPPLY CO. 
DEPT. B-4 

95 Atlantic Ave., Brooklyn 2, N. Y. 





Four double hooks set in various 
positions on the sturdy frame, af- 
ford adequate support for clothing 
of any size or type. The Costumette 
is the standard 70-inch height fea- 
turing 14% inch tubular steel frame 
and well balanced, circular base. 

Designed for hard usage as well 
as for show, this attractive product 
will more than satisfy the needs of 
office, workroom, home or club. 

Drop a note to Asquith Associ- 
ates, 131 State Street, Boston 3, 
Mass., for more detailed informa- 
tion about the Costumette. 





Abbott Motor-Driven Coin Counting Ma- 
chine. A strictly heavy duty machine, 
rapid and durable, especially adapted for 
the use of Federal Reserve Banks, large 
commercial banks, Railway and Traction 
companies and others having large quan- 
tities of coins to handle. Has extra large 
revolving disc and extra large tray. Regu- 
larly furnished to lock automatically when 
20—25—40 or 50 coins have been counted, 
or will count coins indefinitely into a bag. 
Furnished to lock semi-automatically at 
any multiple of 100 coins. Can also be 
furnished to lock automatically on 100— 
500 or 1000 coins, at slight additional 
charge. 

Can be furnished for foreign coins and 
tokens at no extra cost. 

Other hand and electric models available. 


ABBOTT COIN COUNTER COMPANY 


143rd ST. and WALES AVE. 
NEW YORK 54, NEW YORK 
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Tension Envelope Guide 
Available To Banks 


A 23 page book colorfully illus- 
trating the many types of enve- 
lopes and services offered by the 
Tension Envelope Corporation has 
been made available to banks and 
financial institutions by the Cor- 
poration. 

Complete with stiff paper board 
cover, plastic ring binder and in- 
dex, the book has been constructed 
and arranged to serve as a handy 
and durable reference catalogue of 
Tension envelope information. 

Seventeen departments, each 
quickly and easily reached through 
the index, and each treating a dif- 
ferent service or type of envelope, 


| make up the book. Though there is 


a Tension envelope to cover every 
business need, the reference book 
doesn’t attempt to feature all of 
them, but rather highlights the 


4 | large field in a most attractive and 


does the work of seals 
five times its weight 
" 


Buy it from your 
marking device 


dealer or stationer. 


MEYER & WENTHE, Inc. 


30 SOUTH JEFFERSON STREET 
CHICAGO 6, ILLINOIS 


Serving America’s 
Banking: Institutions 
Since 1896 


STANDARD PAPER GOODS ‘> 


WORCESTER 8, MASS. 


COIN AND CURRENCY BAGS 
Order heavy white drill! bags, with shipping charges prepaid 
Printing, and tie tapes on first three sizes included Your total cost 
100 No. 3 $ 100.00 5% x 9% for $ 10.25 
100 No.5 $ 25000 6x13 for $ 13.25 
100 No.7 $ 50000 8x 14% fort 16.25 
100 No. 8 $1000.00 11%18 for $ 26.75 
All stzes of bags are made. Quantity prices quoted for larger 
orders. Prices are subject to change without notice 
ANNISTON BAG CO. 
P. 0. Box 1111 Anniston, Ala 


(Manufacturing Bags Since 1897) 
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| practical manner. 


Outstanding among the depart- 
ments covered, is the section de- 
voted to Deposit-By-Mail enve- 
lopes in which a simplified plan 
of banking by mail has been out- 
lined. 

Address Tension Envelope Cor- 
poration, 19th and Campbell Streets, 
Kansas City 8, Missouri, for fur- 
ther information about the Refer- 


| ence Book. 


| Burroughs Announces 


New Calculator Line 


Extensive re-styling along its en- 
tire line of calculators by the Bur- 


| roughs Adding Machine Company 


has resulted in outstanding changes 
both mechanical and basic in such 
popular models as the Electric Du- 
plex Calculator featured herewith. 

The new calculator offers a num- 
ber of operating advantages. It reg- 


| isters the result of individual cal- 


culations in its front dials and auto- 
matically accumulates a grand total 
in the rear dials. Any amount reg- 
istered in the front dials can be in- 
stantly subtracted from the grand 
total by means of the “Subtract” 
bar without the use of complements. 

Other outstanding features in- 
clude: smooth, efficient, electric op- 
eration; a column lock that prevents 
depression of more than one key 
at a time in the same column; and 
chromium-plated hand grips that 
make the machine easy to lift. 

By producing the machines in a 
soft brown color and a non-reflect- 
ing finish, Burroughs has been able 


to give these post-war Calculators 
a smart, modern appearance and to 
eliminate all reflection and glare. 
The new color treatment has been 
extended even to the machine key- 
tops where the old black and white 
colors have been replaced with har- 
monizing tones of brown and ivory. 

Burroughs Calculators have wide 
applicaion on wage calculation and 
analysis, invoice and purchase order 
extension, sales audit and analysis, 
prorating and percentage calcula- 
tion, and many other high-speed 
figuring jobs. Both hand and electric 
styles are available. 

Additional information about this 
model and others which range from 
6- to 14-column accumulating ca- 
pacity, may be obtained from the 
Burroughs Adding Machine Com- 
pany, Detroit, Michigan. 


Stop Payment Information 
To Tellers 


The TelAutograph system has 
Saved time in obtaining customers’ 
balances and in verifying checks 
presented for cash payment in a 
questionable form. 

Our tellers use the machines fre- 
quently and the bookkeepers in turn 
relay messages to the tellers regard- 
ing stop payments and overdrafts. 
Without the TelAutograph, it would 
be necessary that these same tellers 
leave their windows and communi- 
cate with the bookkeepers by tele- 
phone, thereby causing an unusual 
delay in rendering service to our 
customers. 

Our experience has been most 
satisfactory and we recommend this 
equipment to other banks interested 
in a confidential method of com- 
munication.—F. L. Shaffer, cashier, 
The First National Bank, Sunbury, 
Pennsylvania. 
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N. Y. Journal Of Commerce 
Issues “Products” Booklet 


Over 850 innovations, the latest 
products being marketed by 627 
firms this year, are described in the 
1947 Edition of “New Products and 
Services,” a new 64-page booklet 
just published by The N.Y. Journal 
of Commerce. Complete with names 
and addresses of manufacturers and 
an index of manufacturers and 
products, it provides an opportunity 
for both businessmen and consum- 
ers alike to find out what is new in 
industry and in the markets of the 
world. Copies of this new study, can 
be obtained from The N.Y. Journal 
of Commerce, 63 Park Row, New 
York 15, N. Y., at 50 cents each. 


New Capillary-Action 
Desk Sets By Sengbusch 


Elimination of the large shallow 
dip compartment and introduction 
of capillary action has enabled the 
Sengbusch Self-Closing Inkstand 
Co. to market a dip type pen set 
which is really remarkable. 

Known as the Handi-Pen Desk 
Set, the new product features drop- 
by-drop feeding in which fresh ink 
is fed directly to the point by capil- 
lary action. Adoption of this prin- 
ciple in desk sets has resulted in the 
complete elimination of all ink 
wastage and deterioration. 


A single dip into this new type 
container from which ink cannot 
leak or overflow despite tilting or 
turning, provides the pen with suffi- 
cient ink to write a full page. Any 
kind of ink may be used in the 
Handi-Pen Set and any type of 
bottle may be employed in filling it. 

Either gold-plated or 14K irid- 
ium-tipped points are available for 
the new product. Desk Sets may be 
purchased in either single or double 
base models in pleasing two-color 
combinations of black, maroon and 
ivory. 

For use in bank lobbies, Seng- 
busch is offering a special Handi- 
Pen Set with 24-inch bead chain 
connecting the pen to the base. In 
sets of this variety, the bottom of 
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INVESTMENT? 


Did you ever think of check expense 
in terms of its being an investment? 
We are talking now about a plain, 
ordinary outlay of money with the 
anticipation of a cash return. 


Here's how it works out. Suppose 
you write a letter to six thousand 
people who have personal checking 
accounts in your bank and invite them 
to accept from you, with your com- 
pliments, fifty Personalized Checks 
together with a nice cover bearing 
their name stamped in gold. If they 
like them you agree to furnish them 
in the future at $1.25 for each two 
hundred checks. 


Your initial expense for letterheads, 
envelopes, postage and multi oe 
would be about $260. Two thousan 
customers would accept your offer, 
which would mean an additional out- 
lay of $1,200 figured at 60 cents per 
order, including postage direct to cus- 
tomer. That means you would have 
a total investment of $1,460. 


Now let's take up the question of 


returns on your investment. Because 
you would be getting such a large 
number of orders you would be able to 
buy them from us in exact multiples 
of six and your cost would therefore 
be $1.00 per order, so you would have 
a 25-cent mark-up on customers who 
reorder. Out of the two thousand who 
accepted your complimentary offer, 
twelve hundred would continue to 
reorder, which would make a total re- 
turn of $300. In addition you would 
save the normal yearly expense on 
these customers for checks, passbooks 
and covers, which we have conserva- 
tively estimated as being about 30 
cents per customer per year. That 
makes an additional $360 return. 


Within a period of about two years, 
therefore, you would just about get 
back your original investment, and 
from that point on the cash return 
thru profit and savings would repre- 
sent a sum which, to say the least, 
would be comparable to any invest- 
ment you could make. Food for thought 

. so why not write us for full in- 
formation? 


Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 





the base is covered with cork and 
rubber composition with adhesive 
backing, assuring simple but firm 
adherence to desk or counter. 

Address Sengbusch Self-Closing 
Inkstand Co., 2222 West Clybourn 
Street, Milwaukee 3, Wisconsin, for 
further details about the practical 
new Handi-Pen Desk Sets. 


Credit File For Banks 
Without A Credit Dept. 


The Credit Methods And Prac- 
tices Committee of the Chicago 
Chapter of the Robert Morris As- 
sociates has made a study of the 
needs of banks which have no spe- 
cialized credit department. As a re- 
sult of the study, a credit file folder 
was designed and samples have been 
made available by Remington Rand, 
Inc. This firm co-operated closely 
with the Chicago group in working 
out the folder and printed up 
enough sets to supply samples to 
any bank interested. A request for a 
sample of Credit File Folder No. 
SP-LB 2042 should be addressed to 
Remington Rand, Inc., 315 Fourth 
Avenue, New York 10, New York. 


New Revised Guth Catalog 
Now Available 


A new complete catalog has just 
been announced by the Edwin F. 
Guth Company of St. Louis. This 
revised Guth catalog No. 44-A cov- 
ers the entire Guth line of fluores- 
cent and_ incandescent lighting 
equipment, including the latest im- 
provements and new additions. 

The new Guth catalog contains 
useful information on lighting de- 
sign, accurate  light-engineering 


SOLID BRONZE 
SIGNS & NAME PLATES 


Distinctive, permanent bronze 
bank signs, desk plates, tellers 
signs, etc. send NOW for illus- 
trated catalogue to Dept. BM. 


{ Mr.BARRETT | 


“Bronze Tablets Mecdenerterd” 
UNITED STATES BRONZE 


SIGN CO. INC. 
570 BROADWAY NEW YORK 12_N, Y, 
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BREAK THEM wt 
A STRAIGHT PULL! 












COLORS 


M ade of heavyweight No. 1 Colored 

Kraft, these Bill Straps are so strong 

1 they will not break in a straight 

| pull! in 8 colors for quick identifi- 

i cation of package. Their extra 

width —1% in.—gives ample space 

| for marking and stamping. Imprint- 

4 ed with amounts, and gummed with 

| likeral quantities of vegetable ad- 
hesive for security. 


lrREE SAMPLES 
i Write Today, to Dept. .A 


HANNIBAL, MISSOURI 
Worlds Largest Mfr. of Coin Wrappers 








5O WEARS 
of Experience 


William Exline Inc., has been 
known for fine quality bank 
printing for many years. Today, 
as a leader in this field, we ex- 
tend our service and production 
facilities to all domestic and for- 
eign banks throughout the world. 


Manufacturers of 


e@ Savings Passbooks 

e@ Loan Passbooks 

e Commercial Passbooks 

e@ Pocket Check Cases 

e Personalized Check Covers 
e@ Deposit Slips 

e@ Passbook Envelopes 

@ Statement Sheets 

e@ Machine Posting Passbooks 
e Bill Straps 

e@ Coin Wrappers 

@ Pen Ruled Forms 


William 
OX LINE Tuc. 


1273 Ontario Street, Cleveland 13, Ohie 








| capable of affording complete and 


|New Low Savings Ledger 
| Desk-Safe For Bank Use 





data, with complete details and spe- 
cifications on all the products listed. 

Guth catalog No. 44-A is a handy 
reference volume for everyone in- 
terested in lighting; for your copy, 
write the Edwin F. Guth Company, 
2615 Washington, St. Louis, Mo. 


A new counter height desk-safe 


instant accessibility with certified 
protection against fire, has been 
marketed by the Safe-Cabinet Di- 
vision of Remington-Rand Inc. 
Savings ledgers, signature cards, 


and other frequently consulted bank | 


records can thus be provided 24 
hour a day point-of-use protection 
against four hours’ exposure to se- 
vere fire. 

Only 51-9/32” high, the desk- 
safe does not obstruct the view of 
the banking floor, while the interior 
arrangements can be varied accord- 
ing to the requirements of the de- 


partment in which the desk-safe is | 
| installed. 


The desk-safe is equipped with 
gasketed tongue and groove-con- 


struction doors that slide into re- | 


cesses at the desk ends, permitting 
the safe to be used in batteries or 
against walls or partitions without 


| wasting valuable floor space. 





Of monolithic construction with 
scientific, fire-resistant insulation, 


| the desk-safe has conduction stops 


to insulate inner from outer steel 
walls, and it is equipped with end 


| panels, back finish plate, and heavi- 


ly reinforced bottom. A slip crown 
conceals fluorescent light and re- 















Are YOU making the fullest use 
of modern business machines? 


For example, the simplest and most economical 
way to endorse checks is to use o Cummins 252 
Electric Endorser in combination with a micro- 
filming machine As fast as checks are filmed 
they are carried into the endorser and automat 
ically endorsed and stacked in proper sequence, 
with no handling by operator for the endorsing 


operation 


Cummins 252 pays for itself in a few months 
because it brings you greater efficiency, faster 


work, lower check-handling costs. 
lsince 


iss? Write for complete information today. 


Lummins Business Machines 


4742 Ravenswood Avenue * Chicago 40, Illinois 





Modern 


BANK VAULT 
For Sale 
Located in Washington, D. C. 


Constructed of Stainless Steel 
Aluminum Finished 
Manner of Construction Makes 
Re-Assembly Easy 


Complete with Time-Clock 
Operated Door And 
Individual Storage Cabinets 


Can Be Fitted into Space 
32’0” x 19’0” or Smaller 


Ideal for Fireproof or Burglar 
Proof Storage 


Can Be Purchased 
at a Fraction of 


ORIGINAL COST 


This Vault Can Be Inspected in 
Present Location 
For Plans and Further Details 


Contact 


ARROW WRECKING & 
LUMBER COMPANY 


1100 S. Capito! Street 
Washington 3, D. C. 
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flector, assuring excellent lighting 
of interior drawers and trays. 

Full information regarding this 
versatile, fire-protective unit can be 
obtained by writing to Safe-Cabinet 
Division, Remington Rand Inc., 315 
Fourth Avenue, New York 10, N.Y. 


New Paper Punch Features 
Easy, Efficient Operation 


If beginning is three quarters of 
every battle, the Master Products 
Manufacturing Co. recently assisted 
innumerable clerks and bookkeep- 
ers along the road to permanent fil- 
ing of records and reports by mar- 
keting a new heavy duty Model AP 
paper punch. 


Designed for easy and efficient 
operation, the Model AP which in- 
corporated modern styling, is made 
to accommodate from three to six 
punch heads, providing for all 
standard hole punchings. 

The new punch, sturdily con- 
structed to tool and die accuracy, is 
equipped with a long curved handle 
which provides sufficiently powerful 
leverage to cleanly punch a maxi- 


Safeway Stores, Incorporated 


Preferred and Common 
Stock Dividends 

Notice is hereby given that the Board 
of Directors of Safeway Stores, Incor- 
porated, on March 3, 1947, declared 
quarterly dividends of 25c per share on 
the Company’s $5 Par Value Common 
Stock payable April 1, 1947, to holders 
of such stock of record at the close of 
business March 20, 1947,and $1.25 per 
share on the Company's 5% Preferred 
Stock, payable April 1, 1947, to holders 
of such stock of record at the close of 
business March 20, 1947. 


MILTON L. SELBY, Secretary. 
March 3, 1947. 


CLAR-O-TYPE cleans 
typewriter type 
instantly. Economical. 
50¢. Non-inflammable. 
Order from your sta- 
tioner or typewriter 
dealer. 
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mum of 3/16 of an inch of material. 
A fully calibrated scale on the 


front table provides for easy posi- | 


| 


tioning of the paper guide and die | 


heads. Punch heads may be quickly 


reset by releasing the knurled thumb | 


screws and moving heads to the de- 


sired position. From three to six | 


punch heads may be used for any 
spacing. 


The extra wide front table is 744 | 


inches x 1034 inches large enough 


to prevent tilting and fitted with | 


rubber feet which will not mar any 
surface. Present production is lim- 
ited to 44-inch, 5/16-inch and %%- 
inch round hole punches. Other 


sizes and shapes will be available 
soon. 

For catalogs or further informa- 
tion contact Master Products Manu- 
facturing Company, 3480 East 22nd 
Street, Los Angeles 23, California. 


Use the “minimum savings bal- 
ance” for the period as the basis for 
computing interest. 


American Banks Credit Plan 
For Agricultural Implements 


Many banks have already used 
the American Bank Credit Plan, 
through which the American In- 
stallment Credit Corporation of 
New York, provides a field man to 
bring loans to the member bank. 
This same company now announces 
that it will supply field men to 
bring loans on agricultural imple- 
ments to the bank. Through this 
plan, the collateral is protected by 
insurance against fire, theft, wind- 
storms, flood, riot, and ten other 
hazards. The purchaser is also in- 
sured for life, personal accident, 








hospitalization, and ambulance ex- | 


penses. 


The plan also includes a certifi- | 


cate issued to the buyer which en- 


ables him to finance through the | 


same bank the repairs and replace- 
ments for implements and assures 


him that he may borrow for addi- | 


tional implements on the American 
Bank Credit Plan. Complete infor- 


mation may be had from the Ameri- | 


can Installment Credit Corporation, 
420 Lexington Ave., New York 17, 


Prompt, Dependable Printing 
and Stationery Service 


SIDNEY FELDSER 


Bank Printers @ Lithographers @ Stationers 
Lancaster, Penna. 


CHANGEABLE 


BULLETIN, DIRECTORY, 
MENU & STATISTICAL 
BOARDS 


Desk and Grille name plates. 
In and Out Registers. Change- 
able Signs for every purpose. 
Suitable for indoor or outdoor 


use. 
Send for literature 


ACME BULLETIN CORPORATION 
Bank Signs Division 
37 E. 12th St., New York 3, N. Y. 


RECEIVING 
can mean RESELLING 


Time Payments, presented with Alli- 
son's Payment Coupon Books, involve 
no writing—no hunting or selecting 
cards—no window bookkeeping. Just 
stamp the stub “paid,” detach the 
coupon and the job is done. 


Customers like this NO WAITING 
SERVICE. You'll like it, too, because it 
is conducive to repeat business, which, 
in turn, is vital to Consumer Credit 
growth and profits. 


Samples of what we have done 
for others and complete informa- 
tion will be sent upon request. 
Write to head office: Indianap- 
olis 6, Indiana. 





LaSalle National Board 
Increased To Twelve 


LaSalle National Bank of Chicago 
recently enlarged the membership 
of its board of directors to twelve 
with the election of David F. Brem- 
ner, president of Bremner Brothers, 
Inc., and Earl J. Gossett, president 
of Bell & Gossett Company. 

At the same time, Peter V. Moul- 
der, executive vice president of In- 
ternational Harvester Company, 
was named to fill the board vacancy 
caused by the retirement of George 
E. Rose. 


Fletcher Trust Co., Indianapolis, 
Ind., recently announced that Dud- 
ley V. Sutphin had been elected to 
its board of directors. 


Wade R. Martin, vice president of 
Live Stock National Bank, Omaha, 
Neb., and formerly Director of 
Banking in Nebraska, has been 
elected a director of that bank. 


N. Baxter Jackson, president of 
the Chemical Bank & Trust Com- 
pany, New York, has been elected 
a director of the United Stores Cor- 
poration. 





| This 
is our 
territory 


Serving an area larger thon the | 
U.S.A., the Bank of New South 
Wales offers unrivalled correspond- 
ent service through a network of 
over 650 branches and agencies in 
AUSTRALIA, NEW ZEALAND, FIJI, 
PAPUA and NEW GUINEA. 





Enquiries about trade, investment or 
travel opportunities in any of these 
countries are invited. 


Consult and use 


BANK OF 
NEW SOUTH WALES 


Address enquiries to:— 


British & Foreign Oeportment 
Sydney, Austrolio 


Guaranty London Office 
Celebrates 50th Year 


The main London office of Guar- 
anty Trust Company of New York, 
one of the first branches established 
in Europe by any American bank, 
recently observed its 50th anniver- 
sary. The branch has remained 
open continuously throughout this 
period. 

The original site at 32 Lombard 
Street, the heart of the “City,” as 
London’s financial district is com- 
monly known, has been occupied 
continuously by the branch since it 
was opened on March 1, 1897, ex- 
cept for a period during World War 
II. 

Guaranty’s London office was 
established to provide complete 
banking service to American and 
British business firms, banks, and 
individuals. The Company had 
maintained a representative in 
England from 1892 to 1897, when 
the growth of its business there 
brought about the decision to open 
a permanent branch office. 


E. B. Austin, vice president and 
cashier of the Federal Reserve Bank 
in Dallas, Texas, recently was 
elected a vice president. 


Chemical Bank & Trust 
Appoints Vice President 


Chemical Bank & Trust Company, 
New York, recently announced the 
appointment of Leonard M. Horton 
as a vice president. 

Mr. Horton, active in the han- 
dling of the bank’s Wall Street 
business, started working in the 
Street in 1929 and has been with 
the Chemical Bank since 1932. He 
was first made an officer.in 1941. 

During his entire career with the 
bank, Mr. Horton has been active 
in various phases of Wall Street 
banking. He is a Trustee of Lehigh 
University, of which he is also a 
graduate. 


Two Oldest S. F. Bay Area 
Banks Consolidated 


Two of the oldest banks in the 
San Francisco Bay Area, Crocker 
First National Bank of San Fran- 
cisco and Farmers and Merchants 
Savings Bank of Oakland were 
formally consolidated recently and 
will continue to operate under the 
name Crocker First National Bank. 

George W. Hall, vice president 
of Crocker National has been 
placed in charge of Oakland oper- 
ations. Mr. Hall, a native and resi- 
dent of Oakland, has been with the 
bank for 32 years. C. William 
Brown, assistant cashier, has been 
named manager of the Oakland 
Real Estate Loan Department. Mr. 
Brown has been associated with 
Crocker First National Bank for 35 
years. 

F. C. Martens, J. Harold Brown, 
John Campe, V. F. Obermuller and 
F. C. Wheeler, all former officers of 
Farmers and Merchants Savings 
Bank, will remain with Crocker 
First National Bank, Oakland. 

Farmers and Merchants Savings 
Bank was incorporated in 1892 
under the laws of the State of Cali- 
fornia and remained a state bank 
for the entire period of its exist- 
ence. As of December 31, 1946, the 
bank had deposits of $29,500,618 
and total resources of $30,000,000. 


National Bank of West Virginia, 


Wheeling, W. Va., recently an- 
nounced the election of Russell M. 
McCloy, as a vice president. Mr. 
McCloy, a trust officer with the bank 
since 1930, is past president of 
Wheeling Chapter, American Insti- 
tute of Banking. 


- George H. May, formerly assist- 
ant vice president, has been elected 
a vice president of the First Nation- 
al Bank & Trust Co., Fargo, North 
Dakota. 


Recently elected assistant vice 
presidents at the First National 
Bank, Portland, Oregon, are: Frank 
Morrow, former assistant cashier 
and Don Silverthorne of the loan 
supervision department. 


Nat'l American At N. O. 
Elects Two Directors 


Frank B. Sullivan, president of 
the American Brewing Co., and 
August A. Wegmann have been 
elected directors of the National 
American Bank, New Orleans, La. 


BANKERS MONTHLY 








ist- 
ted 
on- 
rth 


vice 
nal 
ank 
nier 
oan 











W. L. Hemingway 
To South America 


W. L. Hemingway, chairman of 
the board, Mercantile-Commerce 
sailed on the Del 
Norte of the Delta 
line from. New 
Orleans on March 
21. He is attend- 
ing the Third Ple- 
nary of the Inter- 
American Coun- 
cil of Commerce 
and Production, 
which is held in 
Montevideo. The 
Inter - American 
Council is a federation of over 130 
chambers of commerce and trade 
associations representing 22 nations 
of the Western Hemisphere. 

Mr. Hemingway represents the 
American Bankers Association at 
the conference. He is accompanied 
by Mrs. Hemingway on the cruise, 
which includes stops at Martinique, 
Rio de Janeiro, Santos, Buenos 
Aires, and Trinidad. 





W. L. Hemingway 


N. C. Bakke Appointed 
F.D.1.C. General Counsel 


Federal Deposit Insurance Cor- 
poration, Washington, D. C., has 
announced the appointment of Nor- 
ris C. Bakke as associate general 
counsel for the Corporation. 

After moving to Colorado in 1920, 
Bakke served as county judge and 
city attorney until 1926. After six 
years of general practice, he became 
deputy attorney-general of the 
State Supreme Court in 1936. Dur- 
ing 1945 he served as Chief Justice 
of that court. 


Chris G. Knoerzer has been elect- 
ed a vice president ef the Republic 
National Bank of Dallas, Texas. 


First National Of Miami 
Elects New Officers 


Three important changes among 
its administrative officers highlight 
a recent announcement of the First 
National Bank of Miami, Miami, 
Florida, which also reports the 
election of J. G. Garner as a direc- 
tor of the bank. 

Paul R. Scott, member of the law 
firm of Loftin, Anderson, Scott, 
McCarthy and Preston has been 
elected board chairman succeeding 
Wiley R. Reynolds who relinquished 
that post to return to the presidency. 
Mr. Reynolds fills the vacancy cre- 
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ated by the death of H. Blake Oliver. 

George E, Whitten, president of 
Burdine’s Inc., has been appointed 
vice chairman of the board. 


A Record Of Bond Yields 


Chemical Bank & Trust Com- 
pany, 165 Broadway, New York 15, 
N. Y., has just issued a publication 
which shows the record of bond 
yields, including both state and 
municipal bonds for over a period 
of years, beginning in 1933 and 
ending in 1946. The tables show 
both the price and the yield as well 
as the rate and the due date of each 
type of bond. 

It is interesting to note that the 
average price and yield of twenty 
bonds has consistently declined 
during these years. The twenty 
bonds were selling, for example, in 
1933 at an average of 9244 with a 
yield of 5.18%. In December 1946 
the same bonds were selling for 
120% and the yield had been re- 
duced to 1.25%. 

In an added tabulation, the sur- 
vey traces the market perform- 
ances of twenty selected issues rep- 
resenting a geographical cross-sec- 
tion of the entire country and 
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United States Government 
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C. J. DEVINE & CO. 
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presents year-end average prices 
and yields for this group. Despite a 
shortening of average maturity of 
these issues from 2144 years at the 
beginning of the period to 814 years 
at the 1946 year end, average 
prices showed an appreciation of 
twenty eight points over December 
1933 price levels. 


Fargo National Bank, Fargo, 
North Dakota, recently elected for- 
mer cashier L. E. Smith, a vice 
president and cashier. 


A Novelty In Bank Signs 


The National Bank of Tulsa, 
Okla., has had an unusual illumi- 
nated sign made for its bank build- 
ing. The sign is a hundred and 
twenty-five feet high and hangs on 
the twenty-four story building oc- 
cupied by the bank. The sign is six 
feet wide and the letters are three 
feet square. An interesting feature 
of the sign is that it is constructed 
of porcelain enameled steel. It has 
a 4-dial clock at the base. The large 
porcelain enamel letters contain 
neon tubing in trenches so that the 
letters are illuminated from the 
rear, giving the letters a bold sil- 
houette. 
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Bank Of America Creates 
New Administrative Post 


Bank of America, San Francisco, 
California, has announced the ap- 
pointment cf Walter E. Bruns to 
fill the recently created administra- 
tive post of vice president in charge 
of governmental relations. 

Mr. Bruns who will immediately 
assume his new responsibilities, will 
make his headquarters at the San 
Francisco head office of the bank. 

According to L. M. Giannini, 
president, the extensive complexi- 
ties of today’s relations between 
financial institutions and govern- 
ment now cover such a wide range 
of activity that it has become de- 
sirable to co-ordinate such matters 
in the Bank of America under one 
administrative officer. 

Mr. Bruns joined the Bank of 
America organization at Fresno in 
1929 as assistant trust officer after 
several years in the practice of law 
in Fresno County. He transferred to 
the bank’s headquarters in San 
Francisco in 1935 as trust officer, 
and in 1940 was advanced to vice 
president and trust officer. 


Hugh C. Lane, president of the 
Citizens & Southern National Bank 


CGThe 


PUBLIC 
NATIONAL 


BANK 


“a ‘Company 


ew York 


37 Broap St., NEw York CITY 


26 Offices 
Throughout Greater New York 
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of South Carolina, has been elected 
a director of the Citizens & Southern 
National Bank at Atlanta, Ga. Mr. 
Lane’s brother, Mills B. Lane, Jr., is 
president of the bank at Atlanta. 


First National Of Chicago 
Honors 25 Year.Club 


The First National Bank of Chi- 
cago recently tendered a dinner to 
the members of its Quarter-Cen- 
tury Club and to the official staff 
at the Grand Ballroom of the 
Palmer House. 

Thomas J. But- 
ler, vice presi- 
dent, with 34 
years’ service 
presided as toast- 
master. The 
speakers) were 
Edward E. 
Brown, chairman 
of the board, with 
37 years’ service, 
and Guy C. Kid- 
doo, vice presi- 
dent, a banker since 1922. Enter- 
tainment was’ furnished by the 
bank’s own orchestra of 78 pieces 
and its chorus of 90 voices. 

The Quarter-Century Club mem- 
bership roll carries the names of 
344 employees with from 25 years 
to 49 years of service and 113 pen- 
sioners with more than 25 years’ 
service. Forty-two employees are 
in the 1922 class, which reaches the 
quarter-century goal this year. 


Edward E. Brown 


Widespread Use Of Credit 
Manual Causes 3rd Printing 


Commercial as well as bank credit 
men, universities, libraries, govern- 
ment agencies and many other 
fields have found the credit manual 
issued by the Research Committee 
of the Robert Morris Associates of 
inestimable value, judging from the 
number and nature of the demands 
for the work. 

Now in its third printing, the 
manual titled: “The Credit Depart- 
ment—A Training Ground for the 
Bank Loan Officer,” was prepared 
by the Research Committee under 
the direction of H. T. Riedeman, vice 
president of the Industrial National 
Bank of Chicago, as chairman and 
Professor C. W. Williams of the 
University of Louisville as research 
director. 

Though primarily used as a text 
for the education of new employees 
or returned service men who have 


been out of touch with activities in 
the credit department, many seniors 
are making the study of it a “must” 
for their staffs. 

Copies may be obtained from 
Raymond W. Duning, secretary- 
treasurer, Robert Morris Associates, 
1417 Sansom Street, Philadelphia 2, 
Pennsylvania. Price: $1. 


New Bond Department 
For Philadelphia National 


The Philadelphia National Bank, 
Philadelphia 1, Pa., announces that 
it has organized a bond department 
to deal in state and municipal secu- 
rities. Its many friends in banks 
throughout the country may find 
this convenient in the purchase or 
sale of these types of bonds, espe- 
cially those issued by eastern com- 
munities. 


The Security State Bank, Polson, 
Montana, has announced that it 
will now pay its checks at par, and 
has directed that its name be added 
to the Federal Reserve par list. 


American National Names 
C. A. Hemminger Div. Head 


C. Arthur Hemminger has been 
named to head the public relations 
division of the American National 
Bank & Trust Co., Chicago, Ill. Be- 
fore joining the staff of the Ameri- 
can National, Mr. Hemminger 
served as advertising and publicity 
manager in Bankers Trust Co., New 
York. 


Bankers Trust Co., New York, has 
announced the election of William 
H. Jackson, a partner in J. H. Whit- 
ney & Co., 630 Fifth Avenue, as a 
director of the company. 


Republic National Bank of Dal- 
las, Dallas, Tex., recently an- 
nounced the election of Albert L. 
Long to a vice presidency with the 
bank. 


The Loan Industry 


By John J. Quigley. Published by 
Bellman Publishing Co., Inc., 83 
Newbury St., Boston 16, Mass. 

This is one of a series of discus- 
sions prepared especially for young 
people trying to decide on a career. 
No. 1 is the Banking Industry. No. 
12 in the series is the Loan Industry. 
These are 32-page monographs, pa- 
per covered, and sell for $1 each. 
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Onder Your First 
1947 BANK DIRECTORY. .. 


Latest bank information, all U. S. De- 
pendencies 
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Pages in the Front 
Part of the Blue 
Book Containing 
Miscellaneous Fi- 


nancial Informa- _— Hable stat P 4 

r u est ava e statements and per- 
tion, Government sonnel, all foreign banks (with latest 
Federal ; map of each country) 


Latest information, all Canadian banks 


Agencies, 
Reserve Districts se 8 Me) . 

end Banks, Numeri- = a Bankers Association mem- 
cal List of Banks, ” 

with Check Routing 
Symbols, and Con- 
solidated Capitula- 
tion of Bank State- 


ments. ‘as Most accessible banking point to over 
| . : } 75,000 non-bank towns 


1. N 5-year list of discontinued bank titles 


Directors of all banks, listed geograph- 
ically 


U. S, banking and commercial laws 


3000 pages or more of vital banking statistics, Dec. 3lst and 
later statements, completely revised officers and directors, list of every bank 
in the U.S. and Canada, Mexico, South America, and other foreign countries. 


Necessary for Profitable Operation 


Bank Publications Div., Rand M¢Nally & Co. 


536 S. Clark St., Chicago 5, Illinois Yse this Coupon 
SeNd US oocncnnun Copies of the First 1947 Edition of the BLUE BOOK, at a cost of 


to make sure your 
$25 per copy. 


copy is printed be- 
fore the presses stop. 


April, 1947 





Leases, Percentage, Short, 
And Long Term 


By Stanley L. McMichael. Pub- 
lished by Prentice-Hall, Inc., 70 
Fifth Avenue, New York, N. Y. 585 
pages, cloth bound, price $5. 


The information in this book 
will be valuable especially to trust- 
officers, but also to loan officers 
and other executives. An idea of 
its qualities and its practical value 
may be had from the following list 
of a few of the chapter titles: 

Origin Of Leasing 

Definitions, Contents, and Char- 

acteristics of Leases 

Short-Term Leases 

Percentage Leases 

Selecting The Percentage Rate 

Percentage Lease Accounting 

Practices: How the Owner 
Checks on Gross Sales 
What Chain Stores Want to 
Know About Locations 
Requiring The Tenant To Share 
The Taxes 

Long-Term Leases In A Chang- 

ing World 

Financing Leasehold Estates 

Advantages Of Making A Lease 

Renewable Forever 

Miscellaneous Leases And Forms 


Report On Bank Cost Study 
In Seventeen Country Banks 


By J. C. Gibson, Bureau of Busi- 
ness Research and Service, Univer- 
sity of Wisconsin, Madison, Janu- 
ary, 1947, 15 pages, 8 tables. $1. 


This report is the second in a 
series of three bulletins based upon 
a study of the costs of providing 
banking services made by the 
School of Commerce in cooperation 
with the Wisconsin Bankers Asso- 
ciation. This report describes the 
methods used in a cost survey and 
reports the unit costs for each of 
the seventeen banks of the follow- 
ing commercial activities of serv- 
ices: 

. Account Maintenance 

. Checks on Us 

. Clearing House Checks 
. Transit Checks 

. Deposits 

Sufficient data are presented on 
the resources, deposits, and func- 
tional earnings of each bank stud- 
ied to permit the reader to identify 
the type of bank involved. 

The cost procedure on which this 
study is based was explained in a 
previous bulletin, “A Suggested 
Bank Cost Procedure.” The third 
bulletin in the series is intended to 
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explain in detail the departments 
and methods of cost allocation used 
in the Wisconsin study to adopt this 
general procedure to a small, non- 
departmentalized bank. 


This President Gets At Least 


One Helpful Suggestion 
Each Month 


I was greatly interested to read 
in your January 1947 issue of the 
Bankers Monthly the first article 
titled “Quick Action On Loan Ap- 
plications.” For the past several 
years, I have stressed the impor- 
tance of that point in one of my 
lectures at the Graduate School of 
Banking. I intend to, include that 
section of my lecture in this year’s 
series. 

I was wondering whether or not 
I might have permission to have a 
reprint made of this article to be 
handed out to the students in my 
class at The Graduate School of 
Banking. 

May I take this opportunity to 
compliment you on your very fine 
publication. The reading of it is a 
“must” each month with me, and 
very seldom do I fail to get at least 
one helpful suggestion for the bet- 
terment of our Bank from each 
month’s issue.—T. Allen Glenn, Jr., 
president, The Peoples National 
Bank, Norristown, Pa. 


Money And Banking 


Edited by Major B. Foster and 
Raymond Rodgers, published by 
Prentice-Hall, Inc., 70 Fifth Ave., 
New York, N. Y. 634 pages, cloth 
bound, price $5.65. 


This is a book used as a college . 


text in many college courses in 
money and banking. It is the 3rd 
revised edition. Its size indicates its 
comprehensive nature and the fol- 
lowing few items in the table of 
contents indicate its practical 
value to bankers. 

Organizing a Bank 

Internal Organization 

Credit Department 

Bank Investment 

Portfolio Quality 

Inter-bank Relations 

Financing Foreign Trade 

Financing The Consumer 

Urban And Farm Mortgage Bank- 

ing : 
The British Banking System 
The Banking System of France 
And The Netherlands 
The Banking System of Germany 
The Canadian Banking System 


Index to Advertisers 
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FIRST OFF THE LINE 
The Great. 










INTERNATIONAL HARVESTER 


FREEZER 


FIRST MEMBER of the big, complete 























4 line of International Harvester Re- 
: frigerators and Freezers. Production 
| at the new Evansville plant is well 
3 tee under way and improving steadily 
" a each day. 

Other models will follow fast... 
. each an outstanding leader in its class 
BT ...expertly engineered, skillfully de- 
signed, with features that will win 

1 immediate public favor. 
59 It’s a great, new product, too, to add 
. to the well-known IH list —tractors, 


farm equipment and motor trucks— 
that is already being financed by lo- 
cal banks. We feel that the many 


banks now familiar with this financ- 





Big, Roomy 11-cu.-ft. Capacity ing will welcome the opportunity for 
Outstanding Beauty, Performance, Economy loans possible in the International 


All steel... smooth, trim styling... Harvester Refrigeration line. 
Dulux finish over Bonderite . . . fiber 

glass insulation, hermetically sealed. 

Fingertip controlled, eating lid toys = INTERNATIONAL HARVESTER COMPANY 

at any angle. Silent, hermetically- 

sealed unit .. . five year warranty. 180 North Michigan Avenue Chicago 1, Illinois 


INTERNATIONAL HARVESTER 


erauon 





BANKERS, 


DEVELOPMENT 
CORPORATION 


ey See 


















]. OPERATING SPEED = ECONOMY 
2. LOW ACCOUNT MORTALITY = CONTINUED 
INCOME e 1+ 2=NET BANK PROFITS WITH 


THE PREFERRED NO-MINIMUM-BALANCE PLAN 


(1) Operating routines are simplified and speeded up by : 
| ThriftiCheck service. (2) On-the-spot delivery of imprinted 
: checks attracts new customer volume. Prepayment for 

the ThriftiCheck book prolongs the life of accounts. 
Both factors lead to increased profits. 
Our ThriftiCheck Brochure is yours for the asking. 
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31 Nassau Street, New York 5, N. Y. 
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